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Crum & Forster 
Moving Into New 
Building In N. Y. 


Structure, Adjoining Old Home 
Office, Opens for Occupancy 
Before It Is Completed 


INTEGRATION OPERATIONS 


Companies Taking Possession of 
Quarters Nearly a Year Ahead 
of Completion of Project 





In the downtown Manhattan insurance 
district, amid a setting of apparent in- 
congruity, a new office building has been 
opened for tenant occupancy before it 
has been completely enclosed. Without 
changing their address in a move from 
one structure to another, 651 employes 
of Crem & Forster, underwriting man- 
ager of a group of insurance companies, 
temporarily have become the sole occu- 
pants of 110 William Street, a new 31- 
story office tower whose structural frame 
still has not reached its full height. 

While construction crews continue to 
erect the skeleton and add the aluminum 
skin for the new reinforced concrete 
office structure, Crum & Forster has 
moved into five floors of finished space. 
Also at its complete disposal, although 
somewhat hidden by the sidewalk bridge 
and building scaffolding, is a glass and 
aluminum building entrance, modern 
marble walled lobby and eight electroni- 
cally controlled elevators servicing Crum 
& Forster floors. 


Intricate Construction Operations 


The unusual procedure, in which one 
building tenant has taken possession of 
its quarters nearly a full year in ad- 
vance of completion of the project, 
focuses attention on one of the intricate 
construction operations going on in Man- 
hattan. The 680,000 square foot structure 
is being erected for the 110 William 
Street Corp., owner, by Irons & Reyn- 
olds-Snare as a joint venture. 

Involved is a multiple-stage building 
schedule, from plans by Sylvan Bien and 
Robert Bien, architects, at the north- 
east corner of William and John Streets, 
New York City. It encompasses a linkup 
of a new wrap-around, L-shaped rein- 
forced concrete frame building with an 
existing 20-story steel skeleton structure, 
and then integrating both into one uni- 
form building unit. 

The advanced stage of the new rein- 
forced concrete frame—now up to the 
26th floor—has set into motion the second 
Phase of the overall construction pro- 
gram. The adjoining 20-story existing 
structure, known as 110 William Street, 


(Continued on Page 25) 
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Cont’! Assurance 
In Force Passes 
$5 Billion Mark 


President Reeder Tells Newsmen 
40% of Current Sales Are 
in Eastern Division 


GROUP GAIN A_ FACTOR 


Company, in New York Since 
1954, Has 16 Agencies in 
Greater N. Y. Area 











Howard C. Reeder, president of Con- 
tinental Assurance Co. of Chicago which 
began business in 1911, said that the 
company this week passed the $5 billion 
mark of life insurance in force. It now 
ranks eighth in insurance in force 
among all life companies whose stock 
is publicly held. 

The announcement was made by Presi- 
dent Reeder at a luncheon in Hotel 
Commodore given to six general agents 
of the company in Greater New York 
area and to newsmen. The company has 
been licensed to do business in New 
York State since 1944. Its Eastern 
department today accounts for more than 
40% of new business written every year. 

At the luncheon President Reeder 
said the company reached $1 billion in 
force in 1948 and by the end of 1956 
the outstanding insurance had grown 
to #4 billion. The net gain in this item 
last year was $636.5 million, the largest 
yearly gain in the company’s history. 


Broaden Adoption of Group Insurance 


Asked how he accounted for the in- 
crease since 1948 Mr. Reeder said the 
present volume of insurance in force 
reflects the broadened adoption of Group 
insurance by industry. In 1948 Group 
insurance accounted for 52% of the com- 
pany’s volume. Today, the ratio has 
jumped to 60% of which 16% is classed 
as permanent forms of insurance for 
the funding of pensions and profit shar- 
ing plans. The company staried a Group 
department in 1930. 

Mr. Reeder gave aggressive develop- 
ment of new ideas as one reason for the 
company’s growth. He said the Con- 
tinental Assurance in 1956 introduced 
the “quantity discount” plan for the indi- 
vidual under which “the more he buys 
the less the cost for each $1,000 unit.” 
He also called attention to the fact that 
the company jointly with a Chicago bank 
—American National Bank and Trust 
Co.—introduced Trust “C” for employe 
benefit plans as a way of combatting the 
problem of inflation which results in re- 
duced income, affecting pensioners. 
Under the plan, said President Reeder, 
pension and profit sharing trusts may 
now have a portion of their funds in- 
vested in common stocks by the bank, 
as trustee, with at least an equal portion 
invested in guaranteed annuities. 

In telling of “other Continental Assur- 
ance firsts” a representative of the com- 
pany said they included: 

“Conversion privilege on Group hospi- 


(Continued on Page 4) 
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Outstanding Leaders 


DEVELOP 


Outstanding Men 


DESMOND J. LIZOTTE first demonstrated 
his agency management ability at Lawrence, 
Mass., where he was appointed General Agent 
in 1947 at age 28. In a little over two years 
under his leadership the agency increased its 
annual rate of production by 151.1%. 
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In the seven years since he became General 
Agent at Newark, his agency has made a 
563.9% ordinary sales gain, and last year sold 
$22,942,458 ordinary and $8,757,452 of 
group life. 


Always interested in the progress and ad- 
vancement of his associates, he has unselfishly 
sponsored five of his men to head Mass- 
achusetts Mutual agencies. These leaders are 
pictured here. 


DESMOND J. LIZOTTE as ia 


son ( 
of Newark, highly skilled | in at ag 
selecting men and directing their gradu 
development, is a_ successful 
agency builder. We are proud 
to have him as a Massachusetts 
Mutual man, 


LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


The Policyholders’ Company 
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RONALD R. READER, C.L.U. W. ROBERT JOHNSTON. ROBERT C. CARDAIS ROBERT E. CLANCY PERRY K. CLARK ; 

General Agent, Lawrence, Mass. General Agent, Worcester General Agent, New Orleans General Agent, New York General Agent, San Diego nines 
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Texas Board of Insurance Commissioners 


Chadian, Former Judge; Commissioner, Investigated Crime for State Agencies; | 
Another Was With Department of Justice; Their Careers 


The reorganization of insurance super- 
vision by the State of Texas, and the 
tightening and strengthening of its insur- 
ance code, has resulted in building of a 
strong Department whose administration 
has won the approval of the daily papers 
of the State. This administration is by a 
board of four men, all of whom are favor- 
ably regarded. 

Chairman of the board is Penn J. Jack- 
son. Commissioner of Insurance is William 
A. Harrison. Other members of the board 
are David B. Irons and Dr. Robert W. 
Strain. The story of their lives follow 
later on this page. 

A glance at the careers explains why 
the Texas press regards the appointments 
so highly. Three of the members of the 
board have been hard boiled public officials 
who had considerable experience in investi- 
gation in the public’s interest. One of the 
trio is a former judge. The fourth man, 


also highly regarded, has long been a 
college professor. 
This ts one of the busiest Insurance 


Departments of the United States. Reasons 
for this: vast size of the State, tremendous 
values which have to be covered by insur- 
ance, distance between cities, unusually 
large number of companies domiciled in 
the State. All of this means a lot of 
work, but the staff is efficient. 

Among the companies domiciled in Texas 
are some which are unusually well known, 
and have unusually impressive buildings 
as well as financial strength. 

Careers of members of 


board follow: 


the insurance 





Penn J. Jackson 


Chairman Penn J. Jackson is son of 
BB. Jay Jackson, County Judge of John- 
son County who is still practicing law 
at age of 82 in Granbury, Texas. After 
graduating from Cleburne High School 









































DAVID B. IRONS 





Chairman Jackson was in the Army for 
a brief period, then was graduated from 
Baylor University, class of ’22. He taught 
school for three years and in 1924 sté irted 
Practice of law in Cleburne. 

In 1925 he began to serve as county 
attorney of Johnson County, following 
which he was made district attorney. 
e then went on the bench as a district 
judge, which was the position he left 
When he became a member of the state 
Board of Insurance on June 21, 1957. 
e has been chairman of the judicial 














section of the State Bar of Texas. 
Judge Jackson is a member of the 
First Baptist Church of Cleburne and 
taught the Men’s Bible Class. He belongs 
to the American Legion, Masons and 
Knights of Pythias. Judge and Mrs. 





‘cesnagegee 


PENN J. JACKSON 


Jackson have two daughters, both mar- 
ried, and grandchildren. His hobbies 
are fishing, hunting and gun collecting. 
Commissioner William A. Harrison 
Commissioner Harrison is a graduate 
of Gilmer High School and of University 
of Texas, class of ’32. He has a degree 
of Bachelor of Business Administration. 
He also did some graduate work at this 
university and in 1937 became a CPA. 
In paying expenses at the university he 
waited on tables for his meals and did 





DR. ROBERT W. STRAIN 


part-time work for the State Treasury. 
Upon leaving the university he went 
full-time with the State Treasury re- 
signing in 1941 as chief accountant to 
become chief auditor for the State 
Comptroller. He was an officer doing 
audit work for the Army Exchange 


Service in World War II. After discharge . 


from the Army he engaged in _publi¢ 
accounting in San Antonio; and then 
returned to Austin where he opened a 


public accounting office in association . 


with George R. Donnell. 





In July, 1947 Mr. Harrison became 
first assistant state auditor and a re- 
sponsibility was establishing the finan- 
cial portion of the Foundation Schcol 
program which became known as Gilmer- 
Aiken laws. He had numerous other 





HARRISON 


WILLIAM A. 


supervisory assignments with respect to 
regular auditing of the state agencies. 
Some investigations in which he par- 
ticipated: House Crime Investigating 
Committee which investigated gambling 
and bootlegging in Texas; so-called 
veterans land scandals; collapse of U. S. 
Trust and Guaranty Co., LC.T. Insur- 
ance and other defunct insurance and 
related companies. Special investigation 
in collaboration with Attorney General, 
Secretary of State and Board of In- 
Commissioners in connection 


surance 
with some other insurance and related 
companies. 


For three years Mr. Harrison served 
as director of Texas Public Employes 
Association and was its treasurer. He 
is a past president of Austin CPAs. He 
belongs to First Methodist Church of 
Austin; Masons and American Institute 
of Certified Public Accountants. He. was 
president of his high school senior class 
and of his Sunday School class. 

Mr. and Mrs. Harrison have three 
sons: Bill, a senior in University of 
Texas; John, a sophomore there; and, 
Charles, a student of Austin high school. 


David B. Irons 

David B. Irons is a graduate of Fort 
Worth public schools, Arlington State 
College and the University of Texas 
Law School, class of ’38. He is a member 
of American Bar Association, State Bar 
of Texas, and the Travis County Bar 
Association. 

An adjuster with an independent in- 
surance claims service at Fort Worth 
for one year after admission to the bar, 
Mr. Irons thereafter was a claims exam- 
iner in the home office of a Texas stock 
casualty company for three years before 
and after his military service and there- 
after in the claim department of a large 
casualty insurance group for. several 
months before entering public. service. 

From 1947 until 1953 he was Adminis- 
trative Assistant to the Attorney Gen- 
eral of Texas, having originally been ap- 
pointed to that position by the now 


Governor of Texas, Price Daniel. During 
World War II, Mr. trons served in 
Military Intelligence, and is now a 


Major in the Army Reserve. Appointed 
to the U. S. Department of Justice in 
August, 1953, by Assistant Attorney Gen- 
eral Warren Olney IJI Mr. Irons was 
made head of the Subversive Organiza- 


. organizational 


tions Unit of the Internal Security 
Section of the criminal division. He be- 
came executive assistant to Mr. Olney 
in 1955, and served in that capacity until 
he was appointed first assistant to Mr. 
Olney in July, 1956. In announcing Mr. 
Irons’ resignation to become a member 
of the State Board of Insurance in 
Texas on July 1. Attorney General 
Herbert Brownell, Jr. said: 

Mr. Irons has made a great contri- 
bution to the improvement of the 
standards of the criminal division 
since he was appointed to it in 1953 
by Assistant Attorney General War- 
ren Olney III. His professional ability, 
integrity and devotion to duty are 
outstanding and his departure is a 
great loss to the Department. 

Mr. Irons is a past state president of 
the Texas Public Employes Association, 
and a Trustee of the United Fund of 
Austin. He is also a member of several 
service, fraternal and veterans organi- 
zations. 

Mr. Irons and his wife, 
daughter, Karen Anne, 3. 


have one 





Dr. Robert W. Strain 


Dr. Robert W. Strain is a graduate 
with honors of Athens High School and 
Texas Tech. He taught business law as 
a graduate assistant at Louisiana State 
University; was an instructor in insur- 
ance at Indiana University and is an 
associate professor of insurance at Uni- 
versity of Texas. 

In World War II he was an apprentice 
seaman serving in Naval intelligence. 
At present time he is a lieutenant in the 
U. S. Navy Reserve. He is author of 
“Life with the Lincoln, a History of 
Lincoln National Life Insurance Co.” 
and has prepared “A Study for Magee’s 
Property Insurance,” soon to be pub- 
lished. 

Dr. Strain belongs to both the Ameri- 
can Society of CLU and CPCU, Ameri- 
can Association of University Teachers 
of Insurance, U. S. Naval Institute, 
Indiana Historical Society, Insurance 
Society of New York, International As- 
sociation of A. & H. Underwriters. He 
is on board of examiners of American 
College of Life Underwriters and has had 
Fellowships of Foundation for Economic 
Education, St. Paul Fire and Marine 
Insurance Co., Mutual Benefit Life of 
Newark and the university teachers 
association. Dr. and Mrs. Strain have 
one child. 





North Carolina State 


Management Assn. Formed 


Over 80 general agents and managers 
meeting on the eve of the North Caro- 
lina State Life Underwriter annual 
meeting, voted unanimously to form a 
State GAMA. Guest speaker at the 
meeting was Donald A. 
Baker, GAMC executive director, Wash- 
ington, D. C. 

Mr. Paker cited 12 reasons why a 
State Management organization should 
be formed, based on the activities of 
the present 12 state and two area man- 


agement associations. 
President of the newly formed organi- 
zation is Ray King, Lincoln National 


general agent, Charlotte. Vice president 
is Martin Lynch, Skyland Life, Winston- 
Salem. Secretary-treasurer is Robert 
Strader, Travelers, Charlotte. 

Affiliated with the State Association 
are the local GAMAs in Greensboro, 
Winston-Salem, Rocky Mount, Ashe- 
ville, and Charlotte. Two directors from 
each of the locals make up the board of 
directors of the state organization. 





BUILD PARKING STRUCTURE 


A new $500,000 four-level parking 
structure built by Pacific National Life 
will be opened for business August 1, 
H. B. Perrin, Pacific National president, 
announced. The structure, adjoining the 
Matson Building in the Lower Market 
Street area, San Francisco, will provide 
accommodations for 300 cars, together 
with complete servicing facilities. Pa- 
cific National Life is an affiliate of Mat- 
son Navigation Co, 
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Continental Assurance 


(Continued from Page 1) 


talization insurance after the individual 
and non-cancellable 
insurance written 


leaves the Group; 
accident and health 
on a participating basis with dividend 
permitted to accumulate, thus making 
the policy temporarily lapse-proof in the 
event of oversights on premium pay- 


’ 


ments.’ 
Asked About N. Y. Department 


When Mr. Reeder was discussing the 
large volume of business written by the 





HOWARD C. REEDER 


company in this state he was asked by 
the reporters what he thought of New 
York State insurance supervision. 

“T think very highly of it,” he re- 
sponded, “but of course there are 
problems.” 

“What are the problems?” a reporter 
asked. Mr. Reeder said they had a bear- 
ing on the extra-territorial factor of 
New York State insurance supervision. 

Greater N. Y. Agencies 

Also speaking at the luncheon were 
General agents David A. Carr of New 
York and Philip C. Belber, Newark. Mr. 
Carr’s agency is the company’s leading 
general agency. 

The Eastern department of Continental 


Assurance has its headquarters at 76 
William Street in the heart of the 
downtown insurance district. Resident 


vice president is Albert B. Morrison. 
These are the assistant superintendents 
of agencies: Edward Malaney, Jr., Wil- 
liam H. Day and Patrick J. O'Neill. 

Names of general agencies in Greater 
New York area in addition to those of 
Messrs. Carr and Belber already men- 
tioned are: 

Gruber & Sloane Life Associates, Inc.; 
Harmelin Agency; W. L. Perrin & Son; 
Samuel D. Rosan; H. Malcolm Teare, 
Inc., all Manhattan; Leitner Agency, 
Inc., The Bronx; Carl E. Haas, Brook- 
lyn; and these on Long Island: Frank 
Aragona; Ardain, Inc.; Nelson Broms; 
Rolland Lewis; Myers-Crisona Agency, 
Inc.; Joseph Nagle; and Harry W. Wood. 
C. J. Simons agency is in Newark. 





John J. Tracy’s New Post 


John J. Tracy was named assistant 
vice president of United of Omaha. Mr. 
Tracy, who is an assistant vice president 
of Mutual of Omaha and has_ been 
employed by the companies since 1945, 
will work in the field of agency admin- 
istration. He was manager of the Colo- 
rado division office for two years and 
in 1956 returned to the home office as 
executive secretary of the intercompany 
committee on sales and agency manage- 
ment. Mr. Tracy” attended Creighton 
University. 


NEW STATE MUTUAL PRODUCT 





Announces Addition of Guaranteed In- 
surability Rider to Ordinary 
Life Portfolio 

State Mutual Life of America, Wor- 
cester, has announced that it is now 
offering a guaranteed insurability rider 
with most of its individual life policies. 
President H. Ladd Plumley announced 
the addition to the company’s portfolio. 
The new product grants a State Mutual 
policyholder who purchases the rider the 
right to buy additional amounts of life 
insurance at specified future dates with- 
out evidence of insurability and at regu- 
lar premium rates. 

The guaranteed insurability rider is 
available to standard lives for issue ages 
0 through 38, inclusive, and may be 
issued in conjunction with any form 
of level premium life, endowment ma- 
turing on or after age 40, retirement 
income, and family poticy plans. It 
cannot be added to policies already in 
force. 


The amount of additional life insur- 
ance that may be purchased on each 
specified future date is equal to the 


face amount of the basic policy to which 
the rider is attached, or $10,000 if the 
face amount of the basic policy is more 
than $10,000. The rider is not available 
with any issue of a basic policy having 
a face amount of less than $5,000. 

The policyholder has the option under 
the rider to purchase such additional 
insurance on the policy anniversaries 
nearest the insured’s 25th, 28th, 3lst, 
34th, 37th, and 40th birthdays which 
occur after the issue of the rider. If 
an option is not exercised on a par- 


ticular option date its forfeiture has 
no effect on future rights under the 
rider. 


The guaranteed insurability rider is 
non-participating and has no cash value 
or other nonforfeiture benefit. 

In the event of total and permanent 
disability, prem:ums for the rider will be 
waived if the premiums under the basic 
policy to which the rider is attached are 
being waived. 





MADE STAFF SUPERVISOR 


Appointment of William F. Scheerer 
as staff supervisor has been announced 
by John R. Humphries, general agent 
in Atlanta for Massachusetts Mutual 
Life. In his new position Mr. Scheerer 
will assist in the recruiting and training 
of new personnel. 





Heads Brokerage Dept. for 
Conn. Mutual Life on L. I. 


JACK SHEPHERD 


Appointment of Jack Shepherd of 
Westbury, Long Island, as head of the 
brokerage department of the Long Island 
Agency of Connecticut Mutual Life has 
been announced by Leo A. Gansmiller, 
general agent. Agency offices are in 
Garden City. 

Mr. Shepherd graduated from Adelphi 
College in 1952, and in 1953 entered the 
insurance business as an agent for New 
York Life. He later served as broker- 
age supervisor and assistant manager 
for that company in Hempstead, Long 
Island. 

Mr. Shepherd is a member of the 
Hempstead Life Underwriters Associa- 
tion, the Lions Club and many church 
fellowships. 





FRANKLIN’S RECORD VOLUME 


With nearly $90 million of new sales, 
Franklin Life of Springfield, Ill, regis- 
tered in June its largest volume of busi- 
ness in any month since the company 
was founded in 1884. 











Steinberg Associates Set 

New All-Time Agency High 

For the third in as many months, a 
new all-time agency production record 
for a single month was established by 
Steinberg Associates, the downtown New 
York agency of Massachusetts Mutual, 
by delivering $2,053,250 in June. This 
exceeded the record of $2,020,875 set the 
previous month, In April, the agency de- 
livered $1,216,000, a six-year record to 
that point. The leading agents for June 
were Arthur N. Block, CLU and Samuel 
L. (Bob) Fatowe, Jr. 

In the first six months, a total of 
$8,447,325 of business was delivered by 
the group which specializes in estate 
planning, business insurance and_ ad- 
vanced underwriting. This represents 
40% more production than for the entire 
year of 1957. Less than 10% of the pro- 
duction is Term insurance, and the aver- 
age policy for the six month period was 
$25,140, announced B. William Steinberg, 
CLU, general agent. 

Leading the 24 full-time agents for the 
year are Allan E. Kaplan, CLU and 
Ernest Roth. The agency’s business has 
been about equally divided between full- 
time and brokerage sources. Edward L. 
Berger, CLU, is assistant general agent 
and Louis Shottland, brokerage super- 
visor of the Manhattan office at 225 
Broadway. The Jamaica district office 
at 166-26 89th Avenue is headed by 
Allan E. Kaplan, CLU, with Harold K. 
Heyer as brokerage supervisor. 





Pacific Mutual Appoints 


Olberg in San Francisco 

Roy Olberg, CLU, prominent Canadian 
insurance man, has been named manager 
of the San Francisco agency of Pacific 
Mutual Life. To take over his new re- 
sponsibilities with Pacific Mutual, Mr. 
Olberg relinquishes the post of branch 
manager for Monarch Life Assurance 
at Edmonton, Alberta, with jurisdiction 
reaching to the Northwest Territory. 
A native of Alberta, he entered the life 
insurance business with Monarch in 1938 
as an agent. In 1946 he became a super- 
made 


visor and five years later was 
manager. 
Throughout his career he has_ been 


actively identified with the Life Under- 
writers Association of Canada. He served 
its northern Alberta chapter as_presi- 
dent, and subsequently became. regional 
vice president and a member of the 
national board of directors. He earned 
his CLU degree in 1949, and is a graduw- 
ate of the Life Insurance Agency Man- 
agement Association’s school of agency 
management. 





Occidental Increases 

A 14% gain in the sales of Ordinary 
life insurance for the first six months 
of 1958 was reported by President Horace 
W. Brower of Occidental Life of Cali- 
fornia. On June 30, sales of Ordinary 
insurance totaled $559,775,392, which 1s 
$70,897,292 ahead of the same period 0! 
last year. " 
June Ordinary sales reached an all) 
time high of $101,034,064. Best previous 
month was April 1958 with $100,609,048 
Six month figures for accident and 
sickness insurance are not yet available, 
but Mr. Brower reported that the num: 
ber of A. & S. applications processed 
this June was 20% ahead of June 195/. 


















APPOINT H. H. INMAN 


Appointment of Harold H. Inman 4 
manager of the Houlton, Me., district 
office has been announced by David P. 
Buchanan, general agent in Bangor fof 
Massachusetts Mutual. 

Mr. Inman was graduated from. the 
University of Maine. He entered the 
life insurance field in 1952, following 1’ 
years as instructor, alumni secretary, and 
principal of Ricker Classical Institute; 
and director of admissions of Ricke! 
College of Houlton, Maine. 






















July 11, 1958 











ligh 
rhs; 2 
ecord 
ad by 
1 New 
utual, 
This 
et the 
-y de- 
rd to 
June 
amuel 


al of 
ed by 
estate 
1 ad- 
esents 
entire 
e pro- 
aver- 
d was 
nberg, 


or the 
J and 
ss has 
n full- 
ard L, 
agent 
super- 
it 225 
office 


cisco 
radian 
inager 
Pacific 
Ww re- 
, Mr. 
ranch 
irance 
liction 
ritory. 
he life 
n 1938 
super- 
made 


been 
Jnder- 
served 
presi- 
gional 
of the 
earned 
yradu- 

Man- 


gency 


dinary 
nonths 
lorace 
~ Cali 
dinary 
ich 1s 
‘iod ol 











an all) 
‘evious 
109,048. 
it and 
rilable, 
» num: 
cessed 
e 1957. 


lan as 
listric! 
vid i¢ 
or for 


m_ the 
“d the 
ing 1/ 
-y, and 
titute: 
Ricker 



















H. F, JOHNSON (L.) Chicago — President's Trophy Winner HAROLD T. DILLON (L.) Atlanta — President's Plaque Winner 








FRED S. FERN (L.) Newark — President's Plaque Winner HAROLD SMYTH (L.) Hartford — President's Plaque Winner 


We honor these outstanding general agents 


Each year National Life awards the President’s Trophy to a general agency 
in recognition of ‘most outstanding performance in agency operation and 
development.” 

Weare proud to announce that the 1957 President’s Trophy was won by our H.F. 
Johnson Agency of Chicago. Presenting the Trophy is President Deane C. Davis. 

Awards are also presented to three additional agencies for their outstanding 
performance in agency operation. In recognition of their achievements, 1957 
President’s Plaques were awarded by Vice President Clyde R. Welman, CLU, to 
the Harold T. Dillon Agency, Atlanta, the Fred S. Fern Agency, Newark, and 
the Harold Smyth Agency, Hartford. 

To these top ranking general agents and their staffs we extend heartiest 
congratulations. 


National Life of Vermont 
_Suuiinien Company Meontpolir 


AS SOLID AS THE GRANITE HILLS OF VERMONT 
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5 Companies In 2 Mergers 


New Name of One Group is Allied Security; Other Retains 
Name Lincoln Liberty 


Five life companies figure in 
mergers of insurance companies. 
Three are Family Security Life, Spar- 
tanburg, N. C.; Allied Life, Charlotte, 
N. C., and Tennessee Life and Service, 
Knoxville. Name of the combined com- 
panies will be Allied Security Insurance 
Co. The company will be a South Caro- 
lina corporation with home offices in 


Spartanburg and executive offices in 
Charlotte. Total assets of the company 
will exceed $2 million and insurance 
exceeds $40,000,000. 

It is also announced that Consolidated 
American Life Insurance Co. of Houston, 
Texas, has acquired control of Lincoln 
Liberty Life of Lincoln, Neb. Name of 
Lincoln Liberty Life will be retained 
by the merged companies. As a result of 
the merger Lincoln Liberty will grow 
from a company of $107 million of in- 
surance in force to $147 million in force. 
Its capitalization will be increased from 
the present $400,000 to $1,500,000 which 
is the combined capital of the two com- 
panies. Total assets are $28 million. The 
purchase price of Lincoln Liberty was 
$7 million, Lincoln Liberty stockholders 
getting $1,750 a share. 


Bentsen to be Lincoln Liberty President 


Consolidated American Life was 
founded by Lloyd M. Bentsen, Jr., in 
1955 with initial capital and surplus of 
$5.3 million. It is currently writing new 
insurance at the rate of $24 million a 
year. Lincoln Liberty was founded in 
1919 by Joseph Albin. Mr. Bentsen will 
be president of the merged company 
which will maintain the top executive 
functions in Houston. Joseph Albin, 
who has been chairman of Lincoln Lib- 


erty, will be chairman of the merged 
company. Don Albin, who has_ been 
Lincoln Liberty president, will become 


a senior vice president. 
Allied Security 


The merger of the companies now 
called Allied Security Insurance Co., is 
the first three-way merger of life com- 
panies in the history of the Insurance 
Departments of the three states of 
South Carolina, North Carolina and 
Tennessee. This merger becomes effec- 
tive July 15, following a public hearing 
in offices of the North Carolina Insur- 
ance Commissioner. 

Family Security was founded by South 
Carolina funeral directors in 1948. The 
Allied Life was started in 1953, also by 
funeral directors, and Tennessee Life 
was founded in 1950. The new company 
will have more than 500 agents in the 
field. 

The New Executive Set-up 


Charles Honig, president of the Spar- 
tanburg company, will head up the new 
institution. Jas. R. Bryant of Charlotte, 
president of the Charlotte company, will 
be chairman of the board; and Wayne 
Parkey, president of the Tennessee com- 
pany, will be on the board of new com- 
pany. The executive committee will be 
comprised of these three men, plus T. L. 
Stritzinger, Spartanburg, secretary, and 
Porter B. Byrum, Charlotte, vice presi- 
dent and general counsel. 

M. C. Stephenson of Charlotte will 
head the field organization as agency 
vice president. Kyle M. Hart of Spartan- 
burg will be treasurer. H. Rea Selby of 
Charlotte is vice president. 

Mr. Honig came to Spartanburg in 
1947 to form Family Security. In 1954 
he also lead the promotion and develop- 
ment of Professional Discount Corp., 
which operates in 12 states from its 
Spartanburg office. Active in civic and 
local affairs, he is a member of the First 
Presbyterian Church, a Rotarian, director 
or past director of Community Chest, 
Red Cross, Travelers Aid, Palmetto 
Council of Boy Scouts, Piedmont Press. 
He belongs to Western Carolina Harvard 


new 


of Industrial Engineers, 
Institute of 


Club, Society 
Life Insurers Conference, 
Home Office Underwriters. 

Mr. Bryant is president of Harry and 
Bryant Co., funeral directors, of Char- 
lotte. He has been president of Allied 
Life since it started in 1954. He is a 
trustee and finance committee chairman 
of Public Libraries for Charlotte and 
Mecklenburg County, a past president 
of United Community Fund and of 
Charlotte YMCA and is on executive 
committee of Interstate YMCA. 

Mr. Parkey is a senior partner in the 
law firm of Ayres, Parkey & Russell. 
One of the founders of Tennessee Life 
& Service Insurance Co. he has been 
president since 1957. He is a director 
of First National Bank, Gatlinburg, 
Tenn., and was formerly special assist- 
ant to the Tennessee Commissioner of 
Insurance and Banking. He is past chair- 
man of Tennessee Civil Service Com- 
mission and at one time was acting 
director of law for the City of Knoxville. 
Mr. Parkey is a former State Senator. 





| FOUND OUT — 

YOU CAN'T BEAT 'EM 
SO | DECIDED To 
JOIN 'EM — 


CHARLIE SEIBEL 
MANHATTAN LIFE 


(OF COURSE) 


"CHAMP" EDWARDS AGENCY 
551 Fifth Ave., N, Y. 17, MU 2-7330 











JOINS BANKERS OF NEB. 


T. Robert Morin has joined the agency 


of Bankers Life of Nebraska 


staff 


as 


an assistant in the education and train- 
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For You? 


this work of real value. 


entering the group field. 


Insurance for You” 
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Complimentary copies of “Is Group 
are available to 
interested home office executives without 
cost or obligation. Simply attach your 
personal or business card to this 

advertisement and mail today to... 





Is Group Insurance 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 






NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


GROUP 
EU 














MIDWEST 
A & H AGENCY DIRECTOR 
$15,000 

Thirty-five-year-old company housed in 
small Midwestern city, excellent rating in 
Best's. Prefer man in 35-50 age range with 
at least 10 years’ Home Office experience, 
with heavy background in overall agency 
development. Prefer individual with some 
background in Life. 

Employer pays service charge and moving 
expenses. Confidential handling of all in- 
quiries. By reason of specialization in the 
insurance personnel field current listings 
include positions of unusual merit in all 
areas of the country. Write for "How We 
Operate." 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











Mutual Of N. Y. to Open 
New Agency in California 
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LARRY HANSEN 



















In a continuing expansion of its sales 
activities in California, Mutual Of New 
York will establish a managing agency) 
in Inglewood on August 1, according t 
an announcement by Stanton G. Hale, 
vice president for sales. Larry Hansen 
will be manager of the new unit. 

Inglewood will give MONY 18 agencies 
in California and 134 throughout the 
United States and Canada. It will be 
the fifth agency established by the com- 
pany in California in 1958, and the 12th 
since the company began its expansion 
program in the state in 1950 
_ Mr. Hansen has been in the personal 
insurance business since 1951, and joined 
Mutual Of New York as a field repre: 
sentative for the Sacramento agency if 
1954. He was advanced to be accident 
and sickness insurance specialist for the 
western region in 1956. In September, 
1957, he was promoted to the home 
office staff for managerial training. 

Mr. Hansen has spent virtually hisf 
entire business career in California. He 
has been active in professional and com: 
munity activities as a member of the 
Sacramento Life Underwriters Associa: 
tion and the Exchange Club. He attended 
the College of the Pacific. 





BATTLE CREEK GENERAL AGENT 


John H. Shay has been appointed get- 
eral agent in Battle Creek for Indianapo 
lis Life. A veteran of 22 years’ sales 
experience, Mr. Shay has been active if! 
life insurance sales locally since 198? 
and has an outstanding record in this 
field. 
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Great-West Announces 


Rates, Dividend Changes 


Great- West Life has announced a 
series of changes in both premium rates 
and dividends affecting its entire indi- 
vidual life insurance portfolio. A quan- 
tity discount has been introduced where- 
by the average premium per $1,000 of 
insurance decreases as the amount of 
insurance increases. The new “save-on- 
size” concept applies on all amounts 
over $3,000. A basic premium rate is 
charged for the first $3,000 and each ad- 
ditional $1,000 is purchased at discount 
of $2.50 per thousand below the basic 
rate. The dividend increase is the 
fourth in five years for participating 
policyholders and will benefit both pres- 
ent and future policyholders. The in- 
terest rate on dividend accumulations 
has been raised to 3.40%. 

The company has also. introduced 
“Autopay,” its pre-authorized system of 
paying monthly premiums, “Autopay” 
eliminates the use of checks as monthly 
premiums are deducted automatically by 
arrangement with the policyholder’s reg- 
ular bank. The saving in handling is 
passed on to the policyholder in the 
form of a reduced premium. 

D, E. Kilgour, vice president and man- 
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Life of North America 


Names Brown in New Haven 
Appointment of Harry T. Brown as 
manager of the New Haven, Conn. serv- 
ice office of Life Insurance Co. of North 
America has been announced by Leland 
T. Waggoner, agency vice president. 
Mr. Brown entered the insurance busi- 
ness in 1950 and served successively as 
agent, agency assistant, assistant gen- 
eral agent and associate general agent 
with National Life in Boston prior to 
joining INA. He is a member of the 
National Association of Life Underwrit- 
ers, Boston Life Underwriters Associa- 


tion and Boston Life Supervisors Club. 
He is past president of the Manchester, 
Mass. Players, an amateur theatrical 
company, and is a member of the Man- 
chester Lodge of the Masons. 

A native of England, Mr. Brown 
served with the British Army in Europe 
and the Middle East from 1939 to 1950. 





aging director, reported that the com- 
pany’s sales for the first six months of 
1958 reached a record-breaking $298,- 
600,000 and that total business in force 
would soon pass the $4 billion mark. 
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Selected for pre-eminence in all phases of career life 
underwriting, T. R. Hawkins of the Detroit agency 
has been a company associate since 1940. He was the 
leading producer in 1957, and is a Life and Qualify- 
ing member of the Million Dollar Round Table. 





Sun Life of Canada 
Opens Four New Branches 


Four new branch openings in the Ca- 
nadian agency organization of Sun Life 
Assurance of Canada have been an- 
nounced effective July 14. These new 
branches, in Vancouver, Fort William, 
Cornwall and Sarnia, bring to 57 the 
number of Sun Life branches in Canada, 
and to 123 the number throughout the 
company’s worldwide organization. 

The new Vancouver Pacific branch, 
Sun Life’s third in that city, will be 
under the management of K. E. Burkin- 
shaw, formerly supervisor of the Dawson 
Creek unit. Also in Vancouver, A. D. 
Evanson, formerly manager of the Otta- 
wa St. Lawrence branch, succeeds F. J. 
Fulton, CLU, as manager of the Van- 
couver Arbutus branch. Mr. Fulton goes 
to Honolulu to assume managerial duties 
in the company’s extensive organization 
in the Territory of Hawaii. 

McKinley Rankin, CLU, has been ap- 
pointed manager of the Fort William 
branch. Mr. Rankin has been unit super- 
visor in Belleville, Ontario, since 1950. 
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NEWELL C. DAY 


DAVENPORT 














AGENCY 
MANAGEMENT 
OPPORTUNITIES 


with expanding New England company 
offering Life, A & H, Group. Home 
Office:‘advanced Underwriting assist- 

ance. Immediate openings in Phila- 
delphia, Erie, Long Island, Binghamton, 

Toledo, Columbus, Dayton, and Akron. 
Write in confidence to Box 2619, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38. 




















The appointments are also announced of 
L. J. McCosham and J. B. Wansink as 
branch managers of the new Cornwall 
and Sarnia branches respectively. Both 
Mr. McCosham and Mr. Wansink have 
been unit supervisors with the company. 

Other personnel changes involved in 
the opening of the new branches include 
the appointments of C. S. Hopkins, pre- 
viously manager of the Windsor branch, 
as manager of the Ottawa St. Lawrence 
branch to succeed A. D. Evanson; and 
D. S. A. Bell, formerly unit supervisor 
in the Windsor branch, who now suc- 
ceeds Mr. Hopkins as its manager. 
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Chosen for this year’s award, Newell C. Day has been 
a company associate since 1919 and a general agent 
since 1925. His agency at Davenport achieved the 
award for excellence in organization, production, av- 


erage size policy and overall operational efficiency. 


LIFE iNSURANCE COMPANY OF IOWA 
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Perkins, Coolidge, Hill 
Advanced by Aetna 


HAVE SENIOR VICE PRES. TITLE 








Each Has Long Been Associated With 
Hartford Company; Sketch of 
Their Careers Outlined 





Frederick P. Perkins, Robert B. Coo- 
lidge and John A. Hill have been ap- 
pointed senior vice presidents of Aetna 
Life. Mr. Perkins will continue to have 





FREDERICK P. PERKINS 


supervision over operations of Group 
insurance departments, and Mr. Coolidge 
continues in charge of field operations 
in connection with Ordinary life sales. 
Mr. Hill, who is head of Aetna Life’s 
Toledo general agency, will assume his 
new post August 25. He will be in 


charge of all home office operations of 


JOHN A. HILL 


the life department, including supervision 
of the actuarial, underwriting, medical, 
claim and other policy service divisions. 


Careers 
Mr. Perkins joined Aetna following 
graduation from Bowdoin College and 


played a leading role in developing com- 
pany’s Group annuity business. Following 
promotions to assistant actuary, asso- 
ciate actuary and actuary, he became 
vice president in 1954 and then head 
of the Group department. He is on im- 
portant industry joint committees with 
reference to Group coverages. 

Mr. Coolidge, a graduate of West 
Point, came to home office of Aetna in 
1933 after 14 years field experience. He 











John Haley 
ROBERT B. COOLIDGE 


is a past president of Cleveland Life 
Underwriters Association, and has been 
active in Life Insurance Agency .Man- 
agement Association and LUTC. He was 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















named vice president and head of Aetna 
Life agency department in 1944. He is 
a director of Hartford Hospital and the 
city’s Red Cross Chapter and a trustee 
of Kingswood School and Hillyer College. 

Mr. Hill, who joined Aetna 30 years 
ago, was appointed Toledo general agent 
in 1937. A graduate of University of 
Denver he joined company in its Group 
department. He has twice been chairman 
of the Aetna General Agents Advisory 
Council. 









AA Big Policy Competition 
Giving You Ulcers ? 


Investigate Anico’s new 


ES 100 EXECUTIVE SPECIAL 


$25,000 Minimum Policy Plan 


Competitive Rates & Values 
(all ages 0 thru 70) 
Rates & Values per $1,000 


AGE 0 20 30 
ye 8.45 11.47 15.76 
CV 20 126 250 325 
CV 65 675 638 593 


40 
22.67 
410 
522 





STANDARD AND SUBSTANDARD 


ANICO 





Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 
to age 65. 


Annuities. 





SALES LEADERS 


Income Conversion Rider. a 





All forms of A&H. 
Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 

Family Income Term Policy. 








Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


= AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





OVER 4 BILLIONS OF INSURANCE IN FORCE 


N. Y. Life Family Endowment 


A family endowment policy, a com- 
panion plan to its family insurance pol- 
icy, has been introduced by New York 
Life 

The new policy has been especially 
designed for the husband who, in addi- 
tion to providing life insurance protec- 


tion for his entire family, wants to ac- — 
his ‘ 


cumulate additional funds to meet 
retirement needs at age 65. Each unit of 
the policy provides $5,000 of endowment 


insurance for the husband as well asf} 


term insurance for his wife and children, 
including children born after the policy 
is purchased. 


Name L. A. Sleeper, Jr. 


Lewis A. Sleeper, Jr., CLU, of Denver § 


has been appointed a general agent for 
Security-Connecticut Life, according to 
an announcement by W. C. Ralston, vice 
president. 

Mr. Sleeper is a graduate of the Uni- 
versity of Michigan and has completed 
several life courses in programming, 
business insurance, management, estate 
planning and has completed the CLU 


course. After Mr. Sleeper’s graduation f 


from college he entered the insurance 
field and has worked both in Michigan 
and Colorado up to his present associa- 
tion with Security-Connecticut. He is 
active in the Chamber of Commerce, 
Denver Life Underwriters and American 
CLU Society. 


Occidental of Cal. Opens 
New Haven General Agency 


Occidental Life of California has 
opened its first general agency in New 
Haven, Conn., and appointed William 
Winnick, CLU, as general agent. 

Mr. Winnick is a Yale graduate and 
attended Boston University Law School 
He entered the insurance business it 
1947 and has been an Occidental agent 
in New Haven since 1956. 


Fidelity Mutual Record 


E. A. Roberts, President 
Mutual Life, said this week that June 
new business was 35.6% ahead of last 
June. Sales for the first six months 
were 10.4% ahead of 1957’s record halt 
year and 17.2% ahead of the same perio 
in 1956. Insurance in force increaseé 
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PRODUCTION ANNIVERSARIES [11 ‘4. 

Cecil H. Mechem, Mount Vernot.@ versity 
Ohio, last week marked his 25th ann @ pleted 
versary in Midland Mutual’s “App-A-@ busines 
Week Club,” having submitted at least Connec 
one application for new life insurance @ Mutual 
accident & sickness coverage each wee%@sales a; 
for 1,300 consecutive weeks. Mr. ] 


LeRoy B. Breneman, general agent !"j 
Lancaster, Pa., and James H. Moorcroft, 
general agent in Detroit, completed 2b 
years in the “App-A-Week Club” 0! 
June 11 and June 18, respectively. 
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With Group Sales Branch 
Of State Mutual Life 


ALFRED P. MORRISSEY 


Alfred P. Morrissey has joined the 
Group sales branch of State Mutual Life 
of America as superintendent of Group 
sales. He is the second zone superin- 
tendent to be appointed since the com- 
pany’s decision last month to place its 
Group office in a zone system. 

A native of Massachusetts, Mr. Mor- 


rissey attended Blue Ridge College in 


Maryland. During World War II he 
was first lieutenant in the Marine Air 
Corps. 


Entering the life insurance business 
in 1949, he became a Group representa- 
tive for Paul Revere Life. Two years 
later he transferred to New York Life 
as a Group representative in the South- 
east. In 1955, Mr. Morrissey was made 
regional sales manager in Chattanooga 
for Provident Life and Accident. At 
State Mutual he will be an officer of the 
company. 





Mass. Mutual Names Mock 


Appointment of C. William Mock as 
staff supervisor has been announced by 
E. W. Gale, general agent in Wilkes- 
Barre for Massachusetts Mutual. In his 
new position Mr. Mock will assist in 
the recruiting and training of new per- 
sonnel. 

Mr. Mock, a graduate from Duke Uni- 
versity in 1943, is a former baseball 
player for the Wilkes-Barre Barons, and 
had three years of sales management 
experience and six years in the field of 
life insurance sales prior to joining 
Massachusetts Mutual in July, 1955, A 
Navy veteran, he is district chairman 
of the Boy Scouts, section chairman for 
the United Fund, and is a member of 
Rotary International and the Masons. 





MADE DISTRICT MANAGER 
Appointment of Hugh W. Haskett as 
district manager for Massachusetts Mu- 
tual Life at Stamford, Conn., has been 
announced by Walter S. Robbins, gen- 
sm agent for the company at Bridge- 
ort, 

An Air Corps pilot during World War 
Il, Mr. Haskett attended Norwich Uni- 
versity at Northfield, Vt., and has com- 
pleted courses in estate planning and 
business insurance at the University of 
Connecticut, He joins Massachusetts 
Mutual with 12 years of life insurance 
sales and administrative experience. 

Mr. Haskett is past president of the 
Southwestern Connecticut Association of 
Life Underwriters, a director of the Con- 
necticut State Association of Life Un- 
verwriters, and a former instructor for 
LUTC, 





HOWARD V. KRICK DIES 





Penn Mutual Life General Agent in New 
Haven, Prominent in Life Under- 
writers Associations 
Howard V. Krick, CLU, general agent 
Penn Mutual Life, New Haven, died 
suddenly on the morning of July 7. 
He was a well known figure at conven- 
tions of Connecticut Association of Life 
Underwriters, and the National Asso- 
ciation and had been president of New 
Haven Association of Life Underwriters. 
At the time of his death he was a trustee 

of NALU. 
Mr. Krick began his insurance career 





Brokerage Supervisor Available 


Experienced. Thoroughly versed in all phases of brokerage operations including 
new department organization. Seeking change to top flight brokerage agency or 
to home office brokerage agency supervisor with unlimited development potential. 
Married, two children. College graduate. Address Box 2624, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 











with Holgar J. Johnson in 1928 when the 
latter was general agent of Penn Mutual 
in Pittsburgh. He was appointed gen- 
eral agent in New Haven by Penn Mutual 
in March, 1933. 


Mr. Krick had been chairman of com- 
mittees on Federal law and legislation 
and education of field men and in New 
Haven was a past president of the local 
community chest. 

















TIME 








Will Tell, 














And So Will The POST 


Two strong new forces went to work for Occidental folk 
in June when the pages of Time magazine and Saturday 
Evening Post began to give their readers the story of 
Occidental “Change Easy” insurance. 


To their select combined audience numbering 28.7 million 
primary readers, Time will tell, and so will the Post, how 
Occidental flexibility affords a sensible new approach to 
buying and owning personal insurance . . . 


... how benefits added by rider, plus graded premium 
economy, help a man plan ahead from his first purchase 
to the many future changes in his life . . . how they 
help him build a step-by-step program that really pro- 
vides “more peace of mind per premium dol!-r” all in 
one policy. 


“ 


Time and Post readers will like the “Change Easy” idea. 
Nearly 4% million Americans and Canadians already own 
$7% billions of such life insurance in Occidenta. 





We pay Lifetime Renewals...they last as long as you do! 
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Northwestern Mutual Promotions 


W. C. McCarter, R. W. Walker, J. C. Noback Made Associate 
Actuaries; J. W. Lincoln, F. H. Rice Named Assistant 
Actuaries; M. C. Teske Appointed Assistant Counsel 


Advancements in rank for five mem- 
bers of the actuarial department and one 
member of the law department of North- 
western Mutual Life, Milwaukee, were 
announced by the 101-year-old firm. 

William C. McCarter, Robert W. Wal- 
ker, and Joseph C. Noback, officers who 
have been assistant actuaries, were 





JOHN W. LINCOLN 


named associate actuaries and will be 
the first men at NML in 11 years to 
hold the associate actuary designation; 
John W. Lincoln and Frank H. Rice, who 
have been specialists in the actuarial 
department, were appointed officers 
of the company and named assistant 
actuaries; Melvin C. Teske, who has 
been an attorney in the law department, 
was appointed an officer of the company 
and named an assistant counsel. 
Careers 
William C. McCarter, 


fellow in the 





MELVIN C. TESKE 


Society of Actuaries since 1942, earned 
his Ph.B. degree at the University of 
Wisconsin in 1932. He joined North- 
western Mutual Life in 1933 as a clerk 
in the actuarial department and advanced 
to management status in 1939, when he 
was made a supervisor in the mathe- 
matical division. In 1943 he was appointed 
an officer with the title of assistant 


actuary. A resident of Fox Point, a 
Milwaukee suburb, Mr. McCarter has 
served with the school board and the 


Civil Defense committee. 


Robert W. Walker, fellow in the 
Society of Actuaries since 1944, earned 
his B.A. degree in 1932 at the University 
of Western Ontario and was graduated 
with honors. Born in Ottawa, Canada, 
he entered actuarial work with London 
Life, Canada, while an undergraduate; 
from 1932 to 1946 he was associated with 





ROBERT W. WALKER 


the Canadian Insurance Department, 
Ottawa, first as an actuarial clerk and 





















WILLIAM C. McCARTER 


later as actuary. He served in the 
Reserve Army of Canada, 1939-46, as a 
captain in the Governor General’s Foot- 
Guards. In 1946 Mr. Walker joined 
Northwestern as an officer with the title 
of assistant actuary. Here he has been 
a member of the insurance services 
committee since 1947 and is a former 
member of the salary, office, disability, 
pension trust, training advisory, and 
reconsideration of classified risks com- 
mittees. He has served the Community 
Chest campaign and the Cub Scouts in 
Milwaukee. 

Joseph C. Noback, fellow in the So- 
ciety of Actuaries since 1947 and a 
1950-53 member of the Society’s educa- 
tion committee, earned his A.B. degree 
in 1938 at Cornell University, where he 
majored in mathematics. He was as- 
sociated with a life insurance firm in 





protection. 


protection .. .Insure him now! 


by contract with the Company. 








*By NATURAL Business we mean your present clients who 
need and qualify for Mass. Indemnity’s fine Disability Income 


You know how you would feel if one of your clients were 
disabled and you had not provided him with this vital 


Propose the MILICO Plan which suits him best! 
For additional information contact . ... 


Mass. Indemnity 


AND LIFE INSURANCE COMPANY 
BOSTON, MASS. 


If you are a full time agent for another Company we solicit only your surplus 
business. Liberal first year and vested renewal commissions are guaranteed 








New York City from 1938 to 1948, except 
for the years 1943-45, when he served 
in the office of the Quartermaster Gen- 
eral, Washington, D. C. Mr. Noback 
went to Northwestern Mutual in 1948 
as a specialist in the actuarial depart- 
ment and in 1949 was appointed an 
officer with the title of assistant actuary. 
He is a member of the disability com- 
mittee and chairman of NML’s Com- 
munity Chest campaign, has frequently 
written on actuarial subjects for com- 
pany publications, and was chairman of 
the FF Policy Series committee. <A 
resident of Brookfield, a suburb of Mil- 
waukee, he has been active in the Com- 
munity Chest and Boy Scout work. 
Frank H. Rice, fellow in the Society 
of Actuaries since May, 1957, earned 





ei 


JOSEPH C., NOBACK 


his B.A. and M.S. degrees at the Uni- 
versity of Iowa, where he was a Phi 
Beta Kappa. He joined Northwestern 
Mutual’s actuarial department in 195], 
advancing to management status when 
he was made a specialist in 1957. A key 
man in Northwestern’s change-over to 
electronic data computer operations, Mr. 
Rice for the past year has been assigned 
to work with the IBM 705 equipment 
recently purchased by NML. He is a 





FRANK H. RICE 


resident of Wauwatosa, a suburb of Mil- 
waukee. 

John W. Lincoln, fellow in the Society 
of Actuaries since 1956 and a 1957-% 
member of the Society’s education ané 
examination committee, earned his B.A 
and M.A. degrees at the University 0 
Michigan and took a year of graduatt} 
work in Switzerland. He entered litt 
insurance with a company in New York 
City in 1949 and in 1950 returned 1% 
Michigan to teach actuarial mathematics 
He then joined a life firm in Hartfor 
and later was an assistant actuary with 

(Continued on Page 12) 
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State Murtuat’s New Client-Building Rider Provides Valuable Options for Purchase of 








vet 3 Additional Coverage at Future Dates at Standard Rates Without Evidence of Insurability 
‘signed 

ipment 

ne CAN LEAD TO AS MUCH AS $60,000 OF EXTRA SALES 


Here is a life insurance idea with sales power dents, owners of small businesses, and young 
designed to help YOU capture a larger slice of a —_ executives. A natural for juveniles. 

constantly growing younger age market (ages 0 

to 39). State Mutual Guaranteed Insurability | Puts broker in better position to sell basic policy 
Rider enables a policyholder to increase his and provides built-in sales opportunities when 
coverage as needs and earnings grow regardless _ option dates arrive. Sets up a possible EXTRA 
of any change in his health or occupation. Perfect sale every three years from ages 25 through 40. 
for young doctors, interns, dentists, college stu- A DYNAMIC SALES TOOL for Brokers. 





aii Abort 
Mail coupon today for full information on aren = MAIL COUPON NOW 
State Mutual’s new Guaranteed Insurability 
Rider — designed to make life insurance 
easier to sell. 


z oes STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
* WORCESTER, MASSACHUSETTS 
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Ardan, Inc. Now In Larger 
* Quarters at New Hyde Park 


Ardan, Inc., general agents of Con- 
tinental Assurance at New Hyde Park, 
L. IL, recently moved to larger quarters 
at 1600 Hillside Avenue in that town. 
The agency, which shows a sizable gain 
in paid-for life business for the year to 
date, will mark its tenth anniversary as 
Continental general agents in October. 

Daniel B. and Arthur Rothenberg, co- 
general agents, direct the firm’s multiple 
line activities in close association with 


their father, Nathan Rothenberg. The 
life insurance department, headed by 
Daniel B., is the largest end of the 
business. 





Rosen-Vogel Agcy. Ahead by 
100% for First Six Months 


The Rosen-Vogel Agency, general 
agents in New York Continental 
American, shows over 100% increase in 
paid-for business as of July 1. For four 
consecutive months this agency, operated 
by Norman K. Rosen, CLU, and Alvin 
Vogel, CLU, as co-general agents, has 
topped the million dollar mark in pro- 


for 


duction. 

In early 1958 Rosen-Vogel made avail- 
able to a select number of brokers the 
estate planning service previously en- 
joyed exclusively by its full time men. 
The brokerage response to this facility 
has been a material factor in the 
agency’s progress. 





Pierce P. Brooks Resigns 

Insurance Commissioner Harrison of 
Texas has set July 15 for a hearing on 
National Bankers Life of Dallas follow- 
ing findings of examination by several 
states which have been reviewing in- 
vestments of the company. It has $85 
million in force. Pierce P. Brooks, 


board chairman and former president, 
has resigned. 
Mr. Brooks and National Bankers 


Life were given publicity last year in 
investigation of the defunct ICT In- 
surance Co. and Mr. Brooks has been 
named one ot 143 defendants, along 
with BenJack Gage of ICT, in a re- 
covery suit for $15 million filed by the 
ICT receiver. 





Northwestern Mutual 


(Continued from Page 10) 


another firm in Indianapolis. Mr. Lincoln 
went to Northwestern Mutual in October, 
1956, as a specialist in the acturial 
department. In the last year he has 
worked particularly, with the IBM 705 
electronic data equipment recently pur- 
chased by NML. He is a resident of 
Fox Point, a Milwaukee suburb. 
Melvin C. Teske earned his LL.B. 
degree at Marquette University in 1952 
and that same year joined Northwestern 
Mutual in the secretarial department, 
where he worked in the claim division 
and later in the pension trust division. 
In 1955 he advanced to management 
status, becoming an attorney in the law 
department. Much of his work has been 
concentrated in the tax area; he has 
appeared before groups and seminars in 
connection with changes in tax laws and 
has represented the company in industry 
subcommittees on taxation. Mr. Teske 
has been the 1957-58 secretary and the 
1958-59 vice chairman-elect of the spe- 
cialist’s section of the Supervisors- 
Specialists Association at NML, and he 
has also been a member of the career 
schools faculty for several years. A resi- 
dent of Brookfield, a suburb of Mil- 
waukee, he has been active in Com- 
munity Chest drives and has been a 
regiment leader for the classified section 
of the Red Cross. 


Jack White Agency Plans 
New Building in L. A. 


The Jack White Prudential insurance 
agency of Los Angeles shortly after the 
start of next year will be housed in a 
new one-half million dollar office build- 


ing on Wilshire Boulevard at Curson 
Avenue. Off-street parking will be pro- 
vided in a lot behind the building to 
accommodate 50 cars. 





Great Southern Reduces 
Policy Loan Interest Rate 


Great Southern Life, Houston, an- 
nounces a reduction, from 5% to 434%, in 
the policy loan interest rate on its life 
master policy. The reduction is retro- 
active for all such policies now in force, 
and applies to both non-participating 
and participating forms. 

At the same time, premium rates for 
the purchase of one-year term insurance, 
with participating life master dividends, 
have been recalculated, resulting in re- 
ductions at almost all ages. 

These changes will accrue to the bene- 
fit of purchasers who find it economically 
advisable to avail themselves of the so- 
called “Bank Loan Plan” of life insur- 
ance ownership. 











Announcing — 





CASE 


SPECIALISTS 





TOUGH _ Bernarp A. HAAS AGENCY 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 





Minna Hensley Dies 

Minna Hensley, general agent in 
Salina, Kansas, for Franklin Life, Spring- 
field, Ill., died in an automobile accident 
in Nebraska on July 2. She was enroute 
to Minnesota to spend the holiday week- 
end. 

In 1952 Mrs. Hensley was chairman 
of the Women’s Quarter Million Dollar 
Round Table, and the following year 
was chairman of the women’s committee 
of the NALU. She was currently serving 
as a member of the National Social 
Security Committee. 





GENERAL AGENT OF THE YEAR 
John Wilson, life insurance manager 
of T. A. Manning & Sons, Dallas, has 
been named by Security Benefit Life 
as its outstanding general agent for the 
year 1957. 





$200 Million in Force in 5 Years of Active Operation. 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 


1. 


FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 


2. 


Father Age 30-$5,000; 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
INCREASING PROTECTION PREFERRED 
{ WHOLE LIFE 


An Exclusive Contract—Originated by Us. 
You'll Hardly Believe It But Here Are 


Mother Age 30-$1,000. 















































| Two Examples of How the Plan Works 
Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,260 73,110 
15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 























ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois, Mew Jersey — Pennsylvania — Maryland — District of 


Columbia — 


io — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 








For 
United States Lif 


Call 


The MaecGrrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 
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Written after interviewing a_ large 
number of women workers at Connecti- 
cut General’s home office building at 
Bloomfield, Conn., five miles from Hart- 
ford, Saturday Evening Post in July 5 
“It’s Nice to Work 
Author is Joe Alex 


issue ran a 
in the Country.” 
Morris. 

Most of the girls were enthusiastic 
about working in this rural park-like lo- 
cale. Criticisms were few. Mostly they 
hinged about the fact that they were 
so far from Hartford department stores 
that they couldn’t shop in them during 
the noon hour. 


story, 





Roderick O, A. Hunter, secretary of 
Great-West Life, Winnipeg, is new pres- 
ident of the Life Insurance Institute of 
Canada. Born in a small Manitoba town 
Mr. Hunter received his Bachelor of 
Arts degree from University of Mani- 
toba in 1937 and law degree in 1941. He 
was president of the University Students’ 
Union and of the Law School Students’ 
Association. After his graduation he en- 
listed in the Royal Canadian Navy where 
he served for four years coming out of 
the war with rank of Lieutenant-Com- 
mander. After a year’s practice of law 
in Winnipeg he joined Great-West Life, 

Mr. Hunter is a member of Manitoba 
and Canadian Bar associations and of 
the current University of Toronto School 
of Social Work’s Round Table on Man 
and Industry, a three-year project with 
a continuing membership of executive 
and professional personnel from all over 
Canada. 

Uncle Francis 





MONY Lifts Its Limit 
For Accidental Death Benefit 


Mutual Of New York has extended its 
underwriting limit on the amount of acci- 
dental death benefit an insured can hold 
in all companies to $150,000. This is 
$50,000 over the former limits. 

YY’s own issue limit will remain 
the same—$100,000 of A.D.B. when ap- 
proved at standard rate and $50,000, when 
rated-up. 
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Occidental Names Whitlaw 


Gerald A. Whitlaw has been appointed 
general agent in Oklahoma City fof 
Occidental Life of California succeeding 
Floyd E. Maytubby. Mr. Maytubby is 
retiring as branch manager, but will con- 
tinue his activities in personal sales work. 

A veteran of 26 years in the insurance 
business, Mr. Whitlaw is active in the 
affairs of NALU, presently serving as 
a national committeeman. 
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Los Angeles, Calif.— Herman Ford, 
CLU, assistant vice president and direc- 
tor of sales training for Southland Life 
of Dallas, gave a valuable talk to pro- 
ducers attending the [AAHU annual con- 
yention here recently. He took a novel 
and stimulating method to remind the 
A. & H. men of the value of good work 
Bhabits in a top producing agency. His 


tak was “The Legend of the Tater 
Agency.” 
Its manager M. G. R. Tater was 


worried because though his six agents 
were doing fairly well, each still 
failed to maintain his earlier promise. 


one 


They were not working to full effect. 
It reminded M. G. R. of the river 
which flows steadily within its banks 





carrying huge cargoes, generating elec- 
tricity, turning the wheels of great in- 
dustry. Let the river over-flow its banks, 
and water will be spilled and wasted. 
Worse, if the breach is not sealed the 


waters spread and destroy all it has 
created, 

Mr. Tater decided to interview his 
agents individually to find out what 


various problems caused their choking up 
on production. He called in his agents 
one by one, Visi Tater, Medi Tater, Agi 
Tater, Commen Tater, Hesi Tater and 
Elimi Tater. 

Visi Tater came into M. G. R.’s office, 
and was asked what his trouble seemed 
to be; he was seeing as many people but 
not getting the sales. Further questions, 
and it soon became apparent why the 
sales were not being made by Visi. He 
thought “he had been in this business 
long enough to skip all that routine every 
day” of keeping up a Daily Planner. 


For Full Production 


Visi was often unemployed for sub- 
stantial periods during the day. He 
“hung around the drug store waiting 


for some of the boys to drop round so 
I could talk to them.” A clerk kept 
looking at him as if he were a loafer. 
“Were you loafing, Visi?” M. G. R. 
asked. “Well I guess I was, really,” 
Visi replied. 

To get Visi back on the straight and 
narrow of productive work, M. G. R. 
mapped out some rules for him to follow: 
I—Practice the slogan, “the night before 
and the man next door.” 2—Use his 
Planner faithfully. 

3—Plan exactly what was to happen 
m each call before making it. 4—Steer 
wway from those visiting callbacks. 5— 
Jo something extra each day. 

Within days, Visi’s production showed 





Tells How An Agency Manager Gets 
Sales Force Back To Full Production 


seemed happy and relieved to have his 
work life returned to an orderly, planned 
procedure. 

Probably because he was always 
around the office, Medi Tater was the 
next agent interviewed. Medi, it trans- 
pired, had been trying to figure out the 
“way the big boys do it.” M. G. R. told 
Medi straight: “There’s no easy way... 
you can’t sit in an office and think up 
prospects or sales.” 

Medi got the message quick: “You 
mean, M. G., that I need to press more 
concrete and less pants. Well, I’ve done 
enough meditating to last me a long 
time. Hereafter I’m going to be in front 
of a prospect or on my way to see him.” 

With an occasional pep talk, Medi 
stuck by his resolution and began the 
climb toward his fuli capabilities. 

Agi Tater soon hit the agency office, 
giving out with a generous “piece of 
his mind.” Apparently he was meeting 
“a lot of that type lately.” M. G. R., 
some time later, jumped at the chance 
to ask Agi for a look at his plan book. 
Agi was making the calls alright, but 
not closing the sales. 

M. G. asked Agi to remember the bit 
about “winning the argument and losing 
the sale.” He recalled for his agent the 
method of agreeing with the prospect, 
“but” adding the other side of the 
argument by way of showing him two 
sides of the coin. Agi promised he’d 
make a conscious effort to avoid agitat- 
ing everyone he met. An immediate 
improvement in Agi’s “temperament” 
soon became apparent, and his produc- 
tion began to increase. 


A Few Well-Chosen Words 


M. G.’s next problem child was Com- 
men Tater; how do you tell a grown 
man he talks too much? But the manager 
was equal to it. Commen presented an 
extra difficulty because he was always 
friendly and agreeable. He sanctioned 
anything and added a verse or two of 
his own. 

M. G. got Commen to give him a 
sales talk. This he got, with “improve- 
ments.” Commen felt “the sales talk 
never exactly fits the occasion. I want 
a fellow to understand plenty about life 
insurance,” he declared, “and so I tell 
him along the way. Impresses ’em too.” 

The manager gave Commen this food 
for thought: The Ten Commandments 
contain 297 words; Lincoln’s Gettysburg 
Address, 266; and the Declaration of 
Independence, 300, but the O.P.A. order 
to regulate the price of cabbage is a 
gem of 26,911 words! 

Commen had been talking the pros- 
pects into buying, and then talking him- 
self out of a sale. M. G. R. recommended 
some intensive sales practice sessions, 
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from Commen territory. He made the 
presentation properly and then more 
folks found the chance to say “Yes” to 
him. 


He Who Hesitates 


The next agent dealt with was Hesi 
Tater. Time after time this man had 
started projects with enthusiasm but he 
never seemed to finish them. The man- 
ager reminded Hesi that nothing worth 
while was ever accomplished without 
persistent effort. 

M. G. told Hesi this storv: Hank Jones 
took the.4:45 home every afternoon. 
Having a-few minutes wait one day, he 
decided to weigh. Dropping his penny 
in the slot, he was amazed to hear a 
voice recite, “You’re Hank Jones, age 
37, weight 179, address 3714 Greenwood, 
3rooklyn, and you ride the 4:45 home 
every afternoon.” Fascinated, Hank in- 
vested a couple more pennies—same re- 
sult. Deciding to put the machine to a 
real test, he donned a borrowed lady’s 
coat and hat and again Hank stepped 
on the scales. Promptly came this an- 
swer: “You’re Hank Jones, age 37, 
weight 179, address 3714 Greenwood, 
Brooklyn, and you’ve fooled around and 
missed the 4:45!” 

Upshot was that Hesi returned to 
his original habit of calling for a full 
day, each day, and following through 
persistently on each activity. 

Elimi Tater had fallen into the habit 
of setting aside every idea and every 
suggestion with an emphatic statement 
that it was not for him. M. G. knew 
that Elimi’s mental attitude was wrong. 
This agent wanted to make money and 
be a success. M. G. told him the price 
of success is high. He asked him: 


Good Mental Attitude and Work Habits 


“Are you willing to pay that price, or 
is it your deep-down desire to cool your 
heels and avoid hot door knobs? Why 
haven’t you called on those higher-class 
prospects you told me about ?” 

“Frankly, I’ve been afraid to tackle 
some of ’em.” 

“Do the thing you fear, Elimi, and 
fear dies. What are you afraid of? 
Getting hurt—no. Getting embarrassed 
—probably. Fear is aptly described as a 
dark room in which negatives are de- 
veloped. Fear must go.” 

“But, how, M. G.?” 

“It’s easier said than done, but you 
must school yourself to think about the 
prospect and his needs—not about your- 
self and your fears. Assume you know 


from some mysterious source that you . 


are the last life insurance man the pros- 
pect before you will ever see. In such 


a situation would you be free of fear?” 


Julian Schweizer 





We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow iilustrat‘ons; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 


JULIAN SCHWEIZER, Agency Manager 
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“Sure, M. G., but .. .” 

“Stop eliminating prospects by think- 
ing negatively. Give your most impos- 
ing one an enthusiastic presentation. The 
next one will be easier—if you keep 
your thinking straight. Stop eliminating 
everything before you start. You can 
get that positive mental attitude, if you 
want to enough.” 

Six months later the agency was pur- 
ring along full speed ahead. For a time 
M. G., being human, congratulated him- 
self on the miracles he had wrought. 
Then, being also wise, he- realized he’d 
done little—nothing more than guide 
each agent back to his original methods. 

Mr. Ford closed, saying the mythical 
Manager M. G. R. Tater had merely 
helped the agents re-establish good 
working habits. Visi had returned to 
planning; Medi to acting; Agi to moti- 
vating instead of aggravating; Commen 
to listening; Hesi to being persistent, 
and Elimi to thinking positively. 

“All the agents had done was to re- 
turn to what they already knew how to 


* do—and quit looking for the spectacular. 


All they now need is to continually strive 
to improve their work habits—for all 
men are creatures of habit,” Mr. Ford 
concluded. 
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Aetna Life concluded last week a series 
of regional meetings of its field force 
with its Corps of Regionnaires at Murray 
Bay, Quebec from July 3 to 6. More 
than 500 Aetna Life representatives 
qualified for the 1958 meetings which 
were conducted under the direction of 
Vice President Robert B. Coolidge. In 
addition to the Murray Bay event others 
were at Point Clear, Ala., Santa Barbara, 
Calif., Bretton Woods, N. H. 

In a talk entitled “Put Your Lawyers 
to Work,’ Karl W. Punzak, manager 
of advanced underwriting sales, dis- 
cussed the number, variety and com- 
plexity of human, economic and financial 
problems and stated there was “no end 
to the possibilities for life insurance 
solutions to those problems.” While 
most life insurance has and will con- 
tinue to be focused on estate creation, 
he pointed out there was increased em- 
phasis on its function in estate conser- 
vation. : . 

While admitting the desirability of 
having some knowledge of taxes, trusts 
and accounting in advanced underwriting 
work, Mr. Punzak stressed the import- 
ance of “keeping our attention focused 
on the basic idea that our job is selling 
security. Those who work successfully 
in the fields of business life insurance 
and estate planning will tell you that 
it’s far more important to know well 
the product that you are selling—to 
know what life insurance can do—than 
it is to know the refinements of tax or 
trust law.” 

New Accident Plan 


The company’s new Salary Budget 
Income Protection Plan was described 
by Hubert R. Enders, assistant secre- 
tary of the accident and health depart- 
ment, as an important “fringe benefit” 
employers can offer, at no cost to them- 
selves, to reduce hardship among work- 
ers who have financial emergencies oc- 
casioned by sickness or accident. 

The plan is designed to supplement 
workmen’s compensation and Group in- 
surance coverages and features an auto- 
matic premium payment through payroll 
deductions. The basic plan provides a 
monthly income for workers injured 
accidentally on or off the job, and may 
be expanded to include accidental death, 
medical expense and health benefits as 
well. 

First experience with the new plan, 
Mr. Enders reported, already indicates 
that it can prove helpful in paving the 
way to business life insurance sales as 
well as introducing the agent’s services 
to many new individuals who may need 
additional personal life insurance pro- 
tection. 

In reporting his experiences with the 
estate control plan, Harry W. Ball, Aetna 
Life representative at Atlanta, stated 
“there is no finer method available to 
show a man realistically his problem and 
his obligations to his family.” 

Mr. Ball pointed out that he never 
completes an interview without bringing 
up something the prospect hasn’t thought 
of before—a tax problem, insurance for 
his wife and children, deferred compen- 
sation, pension plan, group coverage or 
other protection. He also stressed that 
when establishing a sound life insurance 
program the job cannot be considered 
complete without a discussion of accident 
and health needs. 

Satisfied clients are the best prestige 
builders, Mr. Ball stated, and they never 
fail to advertise your value as a life in- 
surance man among their friends and 
business associates. 


Alspaugh On Prestige Building 


Douglas J. Alspaugh, life advertising 
manager, told the Regionnaires that 
“prestige is particularly important to 
each of you as a life insurance salesman, 
more so than in other lines of selling 
because the buyer cannot see or touch 
your product. 

“Your prestige is based on your repu- 
tation,” he pointed out, “and of the 


things that make up your reputation, 
you 


some do something about and 


Aetna Life Regional Meetings 


some are done for you. The former are 
your personal reputation, derived from 
your own character, personality and 
sincerity, and your referred reputation, 
or what others tell about you.” 

In building a prestige program, Mr. 
Alspaugh advocated using the company’s 
prestige at every opportunity, making 
other people’s prestige work for you, 
and developing an organized program to 
advertise yourself. “Weave these into 
a program of constant striving to im- 
prove your business competence and to 
make yourself useful within your com- 
munity,” he said. 

A Group insurance sales demonstra- 
tion, entitled “Mr. Duncan Goes to 
Town,” was staged to illustrate the pres- 
entation of a model Group insurance plan 
to an employer in a small company. The 
skit included an explanation of the 
varied emplove benefits in a modern 
Group plan. Participating in the demon- 
stration were Harry B. Hackethorn, 
assistant Group manager at Houston, 
Tex., and Jack W. Ewing, Houston 
Group representative. 

George L. Hogeman, vice president 
and head of the underwriting depart- 
ment, described some of the unusual 
features in establishing the price of a 
life insurance policy. 

One distinctive point, he said, is that 
the price is an estimate of what the 
cost will be to provide the life insur- 
ance coverage in the future after the 
policy has been purchased. With most 
other commodities, the cost of pro- 
viding them can be determined before 
the price is set. 

Like other businesses, however, Mr. 
Hogeman said a life insurance company 
must do its pricing in an ever-changing- 
world and must keep continually abreast 
of medical and other scientific changes. 


Maier On Business Insurance 


A report on Aetna Life’s new Business 
Insurance Sales Plan was presexted by 
Roe A. Maier, director of agencies. He 
pointed out that the plan fulfills the 
first requirement of any effective sales 
procedure—to make it easy for the agent 
to get before the prospect under favor- 
able circumstances. 

One reason for its effectiveness, Mr. 
Maier said, “is because we're talking to 
the business man about the two things 
which have a tighter grip on his affec- 
tions than anything else on earth because 


he created them—his family and _ his 
business.” 
Mr. Maier pictured the tremendous 


prestige which the recommendations of 
the “business planning department” 
would carry in submitting proposed life 
insurance programs to business pros- 
pects. 

In the closing address, Robert B. 
Coolidge, vice president, spoke on the 
importance of convictions to life insur- 
ance producers, pointing out that “lack 
of convictions almost always mean lack 
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Overseas Opportunity 


Experienced agents and supervisors with proven production 
records needed by a New York life insurance company 
expanding its sales to American military personnel in Eng- 
land, West Germany, France, Italy, Spain and North Africa. 
Submit photo and resume of qualifications to 
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May Ordinary Sales Off 4% 


Nevada led all states in percentage 
increase in Ordinary life insurance sales 
in May, with Massachusetts second and 
Idaho third, it is reported by the Life 
Insurance Agency Management Associa- 
tion, which has analyzed May sales by 
states and leading cities. Countrywide, 
Ordinary business declined 4% in May, 
compared with May, 1957, while Nevada 
sales gained 25%. In Massachusetts sales 
were up 18% and in Idaho 15%. 

For the first five months, with national 
Ordinary sales up 2% from the year 
before, Massachusetts led, with an in- 
crease of 25%, with Idaho second, up 
22%. 

Among the large cities, Boston, showed 
the greatest rate of increase for May 
with a gain of 18%. Los Angeles was 
next, with purchases up 4%. Boston also 
led for the five months, showing a gain 


of 27%. 





of results and, conversely, strong con- 
victions lead to action which almost al- 
ways produces results.” 

Referring to the many new uses of 
life insurance in recent years, Mr. 
Coolidge said that while all are import- 
ant it must be remembered that “its 
greatest mission—and your greatest 
mission—is to provide financial security 
for individual families.” 

Life insurance, he said, might best be 
defined as a means of providing income 
when income stops, while security—the 
only real security—is reasonable assur- 
ance that people can stay in their own 
world. 

Mr. Coolidge said the life insurance 
had proved the most successful method 
of accumulating money ever devised “be- 
cause the accumulation is tied to the 
protection, and people pay the premiums 
through thick and thin, in good times 
and bad, so that at death or at retire- 
ment the money is there.” 
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Loyal Protective Lire INSURANCE COMPANY 
BOSTON 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 
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IMMEDIATE OPPORTUNITIES 
LIFE — CASUALTY — ALL LINES 
TOP EASTERN COMPANIES 


Exec. Mgr. Underwriting Cas. $16,000 
Statistician-Actuary—Cas. 15,000 
Actuary—Life 12,000 
Executive—Claims—Cas. 12,000 
Group Pension Assoc. Director 12,000 
Asst. Mgr.—Systems & Proced. 8,000 
HO Cas. Claims Examiner—LLB 7,500 
Actuarial Assistants (4) life OPEN 





More than 20 years of insurance recruiting 
experience gives us the EDGE on the right 
spot jfor the right man with the right com- 
pany! 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


"From Trainee To Executive'' 


& 4 4 4 4y 4y ty fy fy te te te hh 








Lincoln Nat’! Supervisors 

Four agencies of Lincoln National Life 
have the appointment of 
supervisors. The appointees and_ their 
locations are: E, T. McCarthy, CLU, 
Emil G. Ellis, the G. L. Shoup 
Agency, Grand Rapids; J. J. Sheehan, 
L. M. Elling and Associates, Minneap- 
olis; and John S. Davies, the George 


Eccarius Agency, Sioux Falls, S. D. 


announced 


and 





United L. & A. Reaches 
$300 Million In Force 


Life insurance in force for United 
Life and Accident, Concord, N. H., has 
reached the $300,000,000 mark it has been 
announced by Douglas B. Whiting, presi- 
dent of the company. More than $100; 
000,000 in force has been added by 
United Life since the end of 1955 when 
life insurance in force stood at $200 mil- 
lion. This growth for the past 2% years 
was only $6 million less than for the 
entire previous eight-year period from 
1948 through 1955. In this period insur- 
ance in force increased from $94 million 
to $200 million. 

Early in 1956 United Life began its 
long range program of growth and ex- 
pansion. This program called for a goal 
of $400,000,000 of life insurance in force 
at the end of 1960. With the attainment 
of the $300,000,000 mark, United Life & 
Accident is ahead in its achievement of 
this goal and stands at the position it 
hoped to achieve in February, 1959. 

The long range program of the com- 
pany included not only the introduction 
of new and timely life insurance and 
accident and sickness insurance covet- 
ages, but also an accelerated expansion 
of its field force. 

Today United Life is represented by 5 
general agents and 638 agents in 1/ 
states and the District of Columbia. 
The company is also represented in Ev 
rope and in the South Pacific Island of 
Okinawa. 
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This LIFE’S worth living 


There are some producers who become so en- 
thusiastic over the attractive features of The 
Travelers guaranteed cost life insurance they 
don’t just sell it, they live it. And a profitable 
life it is, too. 


Why don’t you find out — just as so many brok- 
ers have — what The Travelers offers you. 


You’ll discover that guaranteed cost is a power- 
ful point. You can quote, precisely, the cost of 
the policy for any given number of years. The 
same with benefits. 


We know this type of insurance is popular. More 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 


and it’s guaranteed 


2 


pry 


than $21.7 billions of Travelers life insurance 
in force proves it. 


Too, The Travelers heralds contracts and serv- 
ices through a steady procession of full-page 
advertisements in leading publications . . . ads 
that help pre-sell. 


A Travelers brokerage man is ready to help you 
develop life business — at a moment’s notice. Of 
course, you receive full commissions. 


Call your Travelers brokerage man today. He’s 
at the nearest branch office or general agency. Or 
send coupon for information on how Travelers 
life insurance can make life really worth living. 





a eee 


The Travelers, Life Agency Department, Hartford 15, Connecticut 


I’m interested in writing Life Insurance with The Travelers. Please 
have your nearest brokerage manager get in touch with me. 
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Group Supervisor 


DON R. DAVIS 


Davis, Grosse Pointe, Mich., 
named Group supervisor for 
the Paul Revere Life in its Detroit 
Group office. A graduate of Ohio Wes- 
leyan University, Mr. Davis has been 
in the insurance business for the past 
ten years. His Group sales and service 
experience includes three years as home 
office Group representative for Aetna 
Life and seven years as district Group 
manager for New York Life. 

A veteran of World War II, Mr. 
Davis held the rank of sergeant in the 
Marines. 


Don R. 


has been 





Carl Appel Appointed by 


Israel Unterman Agency 


Carl Appel, CLU, has been appointed 
assistant general agent for the Israel 
Unterman agency of Continental Ameri- 
can Life in New York. Mr. Appel joins 
the Unterman Agency with a_ back- 
ground of ten years in the field of life 
insurance, having served most recently 
as a staff manager for The Prudential. 

A graduate of the New York School 
of Insurance, Mr. Appel is a member of 
the New York CLU Chapter and the 
New York Life Underwriters Associa- 
tion. He is past president of the Mid- 
wood Patriotic Memorial, Brooklyn; past 
commander, Midwood Post, Jewish War 
Veterans; a member of the East Mid- 
wood Jewish Center, Brooklyn, and is a 
national board member of Americans for 
Progressive Israel. 

The Unterman Agency, located at 185 
Madison Avenue, is consistently among 
the leaders of the company. Mr. Appel 
will devote much of his time to recruit- 
ing, training and assisting Mr. Unter- 
man in the management of the agency. 





New LOMA Members 


At a recent meeting of the board of 
directors of Life Office Management 
Association held in New York, four 
companies were approved for member- 
ship, Roy A. MacDonald, managing di- 
rector has announced. Company member- 
ship now stands at 345, the largest in the 
34-year history of the association. 

The new member companies are Mer- 
cantile Security Life, Dallas, Neely G. 
Landrum, president; Pioneer American, 
Fort Worth, Robert Schulman, presi- 
dent; Reliance Life of Georgia, Atlanta, 
William A. Lloyd, president; United 
Insurance Co. of America, Chicago, 

R. Hogan, president. 

Home offices of member companies 
are located in 107 cities in 44 states; 
11 cities in 6 provinces of Canada; 
Washington, D. C.; Guam; Hawaii, and 
21 foreign countries. 





ALC Admits 9 New Members 


Nine life insurance companies were ad- 


mitted to membership in the American 
Life Convention at the recent meeting 
of the executive committee held in Chi- 
cago. This is the largest number ad- 
mitted at one time in many years. Total 
membership of the ALC now stands at 
271 member companies domiciled in 44 
states, the District of Columbia and three 
provinces of Canada. The Convention is 
the largest international organization of 
legal reserve life insurance companies; 
its members are responsible for over 96% 
of the life insurance in force in the 
United States. 

The new member companies and their 
chief First Life 
Insurance Co., Fort Worth, Thomas M. 
Ryan, president; First Pyramid...Life, 
Little Rock, Herbert L. Thomas; presi- 
dent and chairman; Globe Life, Chicago, 
William J. Alexander, pres:dent; Inde- 
pendent Life and Accident, Jacksonvil'e, 
Jacob F, Bryan, III, president; Investors 
Syndicate Life and Annuity, Minneapo- 
lis, Joseph M. Fitzsimmons, president; 


executive officers are: 


Praetorian Mutual Life, Dallas, J. M. 
Mottley, president; South Coast Life, 
Houston, Joe Woodward, _ president; 


Southern Life of Georgia, Atlanta, Regi- 
nald Trice, president; and Unity Mutual 
Life of New York, Syracuse, Ernest R. 
Deming, Sr., president. 
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Union Life Convention 

Union Life of Little Rock held its 
annual convention for top producers in 
Little Rock and Hot Springs June 15 
through 18. Highlight of the convention 
program, which began in Union Life 
Auditorium, was an address by President 
J. Wythe Walker. Immediately follow- 
ing the business session the delegates 
boarded buses for Hot Springs. An all 
day outing at the Majestic Lodge located 
on Lake Hamilton was held with such 
events as swimming, boating, waterski- 
ing and fishing. 

Union Life, which is Arkansas’ oldest 
legal reserve company, operates in six- 
teen southern states. 








Why 


DO 


® 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 


3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a satisfactory level. Result: 
establishment in business without 
indebtedness! 


LIFE 








MEN 
GET FURTHER FASTER | 


... here are five main reasons 


4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—group disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives—without exception. Result: 
a management training program 
that is working! 


Want more details on why 
| Monarch men get further 
faster? | 
Write to our Dept. PR-4. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


THE LEE NASHEM AGENCY 


“The Major League Agency” 


Offers Top Brokerage Service 
with four Supervisors to 
provide field help. 
Specializing in top quality 
Executive business. 
Extremely high Ist year and 
early cash values 


Ist Year Dividends 
One year incontestable period 
New Split Dollar Plan 
Come in or call and let us show you 


OXford 7-2950 
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Life Co. of N. A. Appoints 
F. M. Spencer in Detroit 


Appointment of Francis M. Spencer, 
IIT, as manager of the Detroit service 
office of Life Insurance Co. of North 
America has been announced by Leland 
T. Waggoner, agency vice president. 
The Detroit service office is located in 
the Buhl Building. 

Mr. Spencer has served as 
ager of Life Insurance Co. of North 
America’s Chicago service office since 
December 1957. Before joining INA he 
was with the life department of Marsh 
& McLennan, Inc., Chicago, for five and 
one-half years. 

A native of Wisconsin, Mr. Spencer 
received his Bachelor of Science degree 
from the University of Wisconsin. in 
1949, 


field man- 


Republic National Life 


Licensed in Puerto Rico 
Republic National Life of Dallas has 
been licensed to transact business in 
the Commonwealth of Puerto Rico. Can- 
dido Jimenez has been appointed gen- 
eral agent for the territory, according to 
James W. Galloway, assistant vice presi- 
dent and director of general agencies. 
Mr. Jimenez, formerly district man- 
ager for a Canadian life company, began 
his life insurance career in 1954, After 
graduation from the University of Puerto 
Rico in 1949 he was associated with 
Shell Oil Co. for five years. 
Republic National is now licensed in 
38 states, District of Columbia and the 
territories of Hawaii and Puerto Rico. 


Pacific Mutual Publishes 
Pension Programming Manual 


The pension division of Pacific Mu- 
tual Life’s Group insurance department 
has published a special 20-page_ illus- 
trated pension programming manual 
for employers and Group underwriters 
Title is “Group Pension and_ Profit 
Sharing Plans.” Announcement was 
made by Ivan D. Pierce, pension divi- 
sion secretary. “This manual,” said Mr. 
Pierce, “presents a brief semi-technical 
explanation of the company’s Group 
retirement and underwriting policies.” 

Among other topics the programming 
manual discusses participation require 
ments, guarantees, contributions, and the 
basic features of pension and_ profit 
sharing type Group retirement policies. 
It is available upon request through the 
company’s pension division or Group 
field offices across the nation, 





DAYTON CLU OFFICERS 

William R. Wheatley, Jr., Mutual 
3enefit Life, has been elected president 
of the Dayton, Ohio, CLU Chapter 
Other officers are S. W. Emerick, vice 
president, and Arthur D. Zolg, secretary- 
treasurer. Board members, in addition 
to the officers, are Harlan R. Sacks and 
Thomas H. Gillaugh. 
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To help you unlock the minds of men 


The C.L.U. key is the emblem of the specialist. 

It represents intensive training in the insurance field and 
qualifies you as a life underwriter of professional standing 
in your community. 

In short time the C.L.U. study course equips you with 
the broad knowledge and specific working tools of life 
underwriting; and, most important—it develops your skill 
in applying this background to life situations. Basically, this 
five-part program gives you the confidence, training, and 
prestige which ordinarily take years of experience to achieve. 

Over 400 Equitable representatives now wear the C.L. U. 
key. More than 1300 others are preparing for C.L. U. exam- 





inations. A successful career is available to you through the 
C.L.U. program. Be sure to contact your local C.L.U. 
Chapter or Life Underwriters Association for information 
about Fall courses. 


The 
Equitable 

Life Assurance Society of the U.S. 
893 Seventh Avenue, New York 1, N. Y. 
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NEW COVERAGE QUESTIONS 

Insurance leaders today are constantly 
debating the problem of how to reduce 
now, ultimately eliminate and then turn 
to profits present underwriting losses on 
various types of coverage. Suggestions 
include higher rates, lower commissions, 
tightening up on loss adjustments, selling 
insurance to value, more careful under- 
writing by producers and companies, in- 
to curtail 


surance for efforts 


auto accidents and to reduce fire losses, 


support 


etc. Also there is some criticism of new 


policy forms which broaden coverage 
without what some call adequate pre- 
mium charges for the additional risks. 

There is little question but that the 
public, as a whole, is now insurance and 
security conscious and thus desires as full 
protection against all kinds of risks— 
life, accident, property loss and liability 
—as can be purchased without undue 
financial strain upon the buyer. The in- 
surance business is trying to meet these 
new markets, and it is a most difficult 
task. Not only have the package poli- 
cies found favor within a reasonably 
short period of time, but the new mar- 
kets are opening up in an era of infla- 
tion and steadily increasing costs. 

No doubt the past inflation and con- 
stant threat of more inflation has done 
much to make people security conscious 
throughout the Demands are 
made upon governments for “security” 
in one form or another, and upon private 
business. Non-insurance business enter- 
offer employes old age pensions 
and many fringe benefits. Insurance 
companies provide the same benefits for 
their employes and sell security in the 


world. 


prises 


open market. 

now the difficulty is to deter- 
mine how insurance companies can get 
adequate income for the liabilities they 
assume, and a big question is whether 
in view of present underwriting difficul- 
ties, new contracts should be broader 
in coverage. As insurers offer improved 
contracts, which at the outset are obvi- 
ously lacking in legal decisions to de- 
fine new loss provisions, the companies 
are bound to face the challenge of a 
certain number of assureds who are loss 


Right 


conscious to a degree that borders on 
dishonesty. 

The personal property floater has for 
years brought unprofitable underwriting 
results, and much of the loss was traced 
to moral risks. Then followed tighten- 
ing on acceptance of risks, which re- 
sulted in some improvements. Then out 
came other policies offering almost iden- 


tical coverage and the rejected PPF 
seekers found coverage in the newer 
forms. That is just an example of the 


over-all question whether policies should 
continue to be broadened in scope until 
present underwriting can be placed on a 
profitable basis. It is difficult to decide 
to curtail improvement or to 
proceed new coverages with the 
hope that new rates will be sufficient. 
Present debate shows that up to now 
agreement has not been reached on 
which procedure should be followed. 


whether 
with 





Byron K. Elliott, president of the John 
Hancock, and Erwin D, Canaham, a di- 
rector of that company and editor of 
Christian Science Monitor, were among 
the 11 new members recently elected 
to board of trustees of Civic Education 
Center at Tufts University. 








JOHN W. KNITTLE 


John W. Knittle has been promoted to 
director for special projects, Mutual Of 
New York. Joining the company in 1946 
as a planning assistant, he advanced to 
assistant director of planning in March, 
1955. In his new assignment he will work 
directly with J. McCall Hughes, vice 
president and controller. Mr. Knittle was 
graduated from Kansas State College 
with a B.S. degree in business admin- 
istration, and did graduate work at Co- 
lumbia University in New York City. 
Currently, he is vice chairman and sec- 
retary of the Life Office Management 
Association Eastern planning committee. 
In World War II he was a commander 
in the USNR. 

se * 


Theo. P. Beasley, president, Republic 
National Life, was featured speaker at 
a luncheon of the Oak Cliff Chamber of 
Commerce in Dallas June 27. The 
luncheon was one of the highlights of 
the week-long Golden Era Celebration 
sponsored by the Chamber. Mr. Beasley 
served two terms as president of the 
group when Republic National Life was 
located in the Oak Cliff section of Dal- 
las, and was in office when the present 
three-story Chamber building was com- 
pleted. 





New officers of the Insurance Advertising Conference elected at the organization’s 
recent 35th annual meeting held at Cape Cod are, left to right, J. K. Cagney, Hart- 
ford Fire, vice president; W. W. Clement, American International Underwriters, 


Inc., president, and T. Ramsey Taylor, U.S. Fidelity & Guaranty, secretary-treasurer. 








One of the first official acts by Arthur 
Snyder, president of the Alfred M. Best 
Co., Inc., succeeding the late Alfred M., 
Best, was to appoint Frank J. Matre a 
vice president in the Middle Western 
territory with headquarters at Chicago, 

Frank Matre has been a western sales 
manager for a period of 25 years and 
will continue in that capacity also. Prior 
to his association with the Best com- 
pany he was president of Pittsburgh 
Fire Insurance Co. and was a close per- 
sonal friend of Mr. Best for many years, 
Mr. Best arranged the sale of the Pitts- 
burgh company to the National Liberty 
of New York which was absorbed by the 
Home Insurance Co. in the early 30's. 

ca * * 


G. L. Bannister, Hollywood, Cal., and 
R. H. Harnar, Los Angeles, both execu- 
tives of Pacific Mutual Life, have re- 
ceived special awards from the Insurance 
Accounting and Statistical Association 
for “outstanding service as presidents of 
the Los Angeles chapter.” Mr. Bannister 
is auditor for Pacific Mutual and Mr. 
Harnar is accounting department man- 
ager. 


‘ik os 
Robert J. MacCuaig has been ap- 
pointed a trust officer of J. P. Morgan 


& Co., Inc., New York banking house, 
it was announced by Henry C. Alexan- 
der, chairman. Formerly an assistant 
trust officer, Mr. MacCuaig is engaged 
principally in pension trust administra- 
tion. He has been with Morgan’s sitice 
1928 when he joined the then private 
banking firm as a floor boy. 
at oe 


Eunice C. Bush, Mutual Life Of New 
York, Life and Qu: ilifying member of 
Million Dollar Round Table, past trustee 
of National Association of Life Under- 
writers and past president of Baton 
Rouge Life Underwriters Association, 
Louisiana, is now with the home office. 
Her assignment is with the sales de- 
partment staff for a special program of 
managerial training and she has_ been 
an assistant agency manager in Baton 
Rouge. 

+ & & 


William B. Kearns, former New H: ump- 
shire special agent for the Hartford Fire, 
has been added to the home office staff 
of the Peerless Insurance Co. Mr. 
Kearns, a Connecticut native, was edu- 
cated in Connecticut schools. In his new 
position he will act as supervisory under- 
writer, 

* * x 


Frank R. Shugrue, second vice presi- 
dent of Bankers Life of Nebraska, lec- 
tured at Northwestern University, Evan- 
ston, Ill., July 3. He discussed the opera- 
tion of the investment department of a 
financial institution, before 250 members 
of the Mortgage Bankers Association 
of America, 

i Se 


Larry M. Fisher, formerly vice presi- 
dent, Howard E. Nyhart Co., has joined 
Edwin Shields Hewitt & Associates, 
Libertyville, Ill. The Hewitt organiza- 
tion is a firm of actuaries, analysts and 
advisors in the field of pensions and 
employe benefits. Prior to joining the 
Nyhart Co. Mr. Fisher was associated 
with Marsh & McLennan, Inc., in Chi- 
cago. His early experience in this field 
was with the Chicago Blue Cross-Blue 
Shield Plan, 


* * * 


Harold P. Cooley, a retired New Eng- 
land Life general agent at Kingston, 
Mass., has been voted the June “Author 
of the Month” by the editors of Life 
Association News, magazine of the Na- 
tional Association of Life Underwriters. 
Mr. Cooley’s article was “Is the Medi- 
ocre Agent Finished ?” 
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Promotions at Ass’n of Casualty 
and Surety Companies 

Careers of men who figured in the top 

staff promotions of Association of Cas- 
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ualty and Surety Companies following 
the retirement of Ray Murphy as gen- 
eral counsel follow. The men advanced 
with their new titles are: 

Richard C, Wagner—assistant general 
Robert N. Gilmore, Jr.— gen- 
eral counsel. Marcus Abramson—assist- 
ant general counsel, Andrew Kalmykow 
—manager of casualty department. 

Richard C. Wagner who has_ been 
named assistant general manager of the 
Association of Casualty and Surety Cos., 
practised law for about ten years before 
joining the Association in 1937. He spe- 
cialized in insurance litigation particu- 
larly defense of negligence cases and 
estate matters. He was born in Brook- 
lyn in 1903, and was educated at Brook- 
schools and Cornell Univer- 
1926 he received his LL.B. 


3rooklyn Law School and 
the New York State 


manager. 


lyn public 
sity. In 
degree at 
was admitted to 
and Federal Bars. 

He joined the Association as an at- 
torney and was made manager of the 
casualty department in 1944, assistant 
counsel in 1948, and associate counsel 
last year. 

Mr, Wagner has long studied the de- 
velopment and operation of automobile 
financial responsibility laws, and due to 
his leading position in the field has 
been active in the formulation of finan- 
cial responsibility legislation in several 
States. 

He also has appeared before many 
legislative committees and advisory 
groups studying workmen’s compensa- 
tion and occupational disease legislation, 
subjects on which he is considered an 
expert. He has represented the Associ- 
ation in New York State legislative mat- 
ters since 1937. 

Since its inception, he has been chair- 
man of the all-industry National Advis- 
ory Committee on Auto Financial Re- 
sponsibility Plans. Mr. Wagner is also 
a member of the American Bar Associ- 
ation’s committee on non-occupational 
Disability Benefit Laws. He serves on 
the New York State Bar’s committee 
to cooperate with the Law Revision 
Commission. 

Mr. Wagner lives in Rockville Centre 
where he is active in civic and religious 
matters. He is a member of Delta 
Theta Phi legal fraternity. He is a 
member of the American Bar Asso- 
ciation, New York State Bar Associa- 
tion, International Association of Insur- 
ance Counsel and the National Com- 
mittee on Uniform Traffic Laws and 
Ordinances. 

Robert Newton Gilmore, Jr., who suc- 
ceeds Ray Murphy as general counsel 
of Association, is the son of a prominent 
Brooklyn lawyer. For many years Robert 


























N., Sr., was chief assistant United States 
Attorney in Brooklyn. He served under 
Woodrow Wilson in World War I and 
has been in general practice since he 
left Government service. 

Robert N., Jr., is a graduate of Phillips 
Exeter Academy, was graduated from 
Princeton, class of ’34, with honors. He 
then was graduated from Columbia Uni- 
versity Law School where he studied 
insurance and the law of contracts under 
Professor Edwin Patterson, author of 
books on State Insurance supervision. 
Another professor was Judge Harold 
Medina, who when a judge of a Federal 
Court presided at the trial of nine men 
accused of being ~ Communists, which 
lasted almost a year and resulted in 
convictions. Judge Medina recently re- 
tired as a member of the Federal Appel- 
late Court. 





MARCUS ABRAMSON 


In January, 1938, a few months after 
he left Columbia Law School, Mr. Gil- 
more went with legal department of 
Association of Casualty & Surety execu- 
tives, now Association of Casualty & 
Surety Companies. There his first work 
was under Hervey J. Drake who retired 
as counsel of the Association in 1948. 
Before going with the Association Mr. 
Drake was counsel for the New York 
State Insurance Department when Jesse 
S. Phillips was Superintendent. 

In 1942 during World War II Mr. 
Gilmore left the Association to become 
a member of the second class of the 
training program of the U. S. Coast 
Guard at New London, Conn., remaining 
in the class from April, 1942, to August, 
25, when he was graduated as an ensign. 
He became skipper of an 83 foot Coast 
Guard boat running convoy from Sandy 
Hook, New Jersey, to the Delaware 
Cape, for three months and then was 
made commanding officer of a Coast 


ROBERT N. GILMORE, JR. 


Guard base which had been established 
on East River. 

Next, he was transferred to the North 
Atlantic on the U.S. Mojave, a Coast 
Guard cutter which escorted convoys 
from Boston to Greenland where the 
Army and Air Force had several bases. 
The convoy carried supplies to keep the 
bases going. Principal responsibility with 
the convoys was to elude enemy sub- 
marines and submerged icebergs. For- 
tunately, the submarines were not en- 
countered nor were any of the icebergs 
struck. In 1945 he returned to the Asso- 
ciation and was assigned to Ray Murphy 
as his assistant. 

Mr. Gilmore married Ann Coffey 
whose great grandfather was general 
counsel of Mutual Of New York and 
also was Corporation Counsel of New 
York City. Their children are Phoebe 
Ann, 12; Robert N. III, 10; John 
Bleakley, 5, and David Stetson, 2. 

The Gilmores live in West Islip on 
Great South Bay, near Babylon, Long 
Island, and his principal recreation is 
boating. He belongs to Babylon Yacht 
Club of which he is now rear commodore. 
On June 30 he was elected chairman of 
the Babylon town chapter of the Ameri- 
can Red Cross. 

Marcus Abramson was educated in 
New York City schools including New 
York City College from which he re- 
ceived a degree of Bachelor of Science 
in Social Science in 1923 and was grad- 
uated from Harvard Law School in 1926 
with a degree of Bachelor of Laws, He 
became associated with the Workmen’s 
Compensation Publicity Bureau, prede- 
cessor organization of the Association 
of C. & S. Companies, in the same year. 
He has been with that organization and 
with the A.C. & S. Companies ever since. 

Starting as a legislative bill analyst he 
has since 1934 handled most of the Asso- 
ciation’s legislative work, including di- 
rect contact with the Association’s legis- 
lative field forces and, under the general 
counsel, has supervised the Association’s 
legislative service activities. He was ac- 
tively associated with the industry com- 
mittee that developed the Model Finan- 
cial Responsibility Bill and, following the 
SEUA decision, participated in the many 
meetings of the All-Industry Committee 
that produced the model rating bills 
and related legislation. He has worked 
closely with the Association’s law com- 
mittee and with several other Associa- 
tion committees. He represents the As- 
sociation on Council of the Uniform 
Boiler and Pressure Vessel Laws So- 
ciety. 

Admitted to the New York Bar in 1927 
Mr. Abramson is also a member of the 
New York State Bar Association, Amer- 
ican Bar Association and Insurance Sec- 
tion of ABA. He is a member of the 
International Association, of Insurance 
Counsel and chairman of its financial 
responsibility committee for the third 
consecutive year. 

In private life, Mr. 


Abramson , has 





















RICHARD C. WAGNER 


been closely identified with Zionist and 
Israel stains and has been active in 
many philanthropic fields including the 
United Jewish Appeal, Israel Bonds and 
the Federation of Jewish Philanthropies. 
He is a director of the Temple in the 
Mosholu Parkway area of the Bronx, 
where he resides and for the last four 
years has been its secretary. Mr. and 
Mrs. Abramson have a married son and 
a daughter. 





ANDREW KALMYKOW 


Andrew Kalmykow was graduated 
from Columbia University Law School 
in 1934 and from its college in 1930 at 
the age of 18. In 1935 he joined the 
law department of the Association. He 
worked closely with P. Tecumseh Sher- 
man, son of General William T. Sherman 
and first Commissioner of Labor in New 
York Siaie. He also worked with Henry 
D. Sayer, former Industrial Commis- 
sioner of New York. In 1944 he was 
made assistant manager of the casualty 
department and has worked closely 
with J. Dewey Dorsett and Richard C. 
Wagner when they were respectively 
managers of the casualty department. 

Since joining the Association he has 
specialized in insurance law, particularly 
workmen’s compensation and occupa- 
tional disease. In 1955 he was appointed 
on the Governor’s committee to revise 
the workmen’s compensation law of 
Pennsylvania. He has appeared before, 
and been consulted by, many study com- 
missions. Mr. Kalmykow is secretary to 
the legal committee of the Industrial 
Hygiene Foundation, Mellon Institute, 
Pittsburgh. He has been active on com- 
mittee on uniform laws and ordinances 


(Continued on Page 22) 




































Royal Exchange Shows Premium Gains, 
Underwriting Profits During 1957 


The consolidated balance sheet of the 
Royal Exchange Assurance at the home 
office in London shows assets at the 
close of 1957 of £84,691,900, an increase 
of over £3,250,000 over 1956. For the 
Royal E xchange alone assets were £58,- 
944.914, a gain of £2,700,000. 

Lord Kindersley, governor of the com- 
pany, reviewed activities of last year in 
his annual report presented at the 238th 
annual meeting held on May 28 in Lon- 
don. He restated that insurance had en- 
tered a highly competitive era in which 
profit margins will look slender when 
compared with those of earlier post- 
war years. 

“In. these circumstances,” 
Kindersley, “I regard as most creditable 
the further material increase of nearly 
£2,000,000 in the aggregate premium in- 
come of the accident, fire and marine 
departments bringing the total to #£32,- 
627,214. I am sure you will agree that 
each of our underwriting accounts have 
provided results that deserve the label of 
success.” 


stated Lord 


Premiums by Departments 


The life department reported 1957 pre- 
miums of £3,094,497 and net new sums 
assured of £10,956,434, both showing in- 
creases over 1956. The fire underwriting 


account show 1957, net premiums of 
£10,907,781, up slightly from 1956. The 
general accident or casualty account 
reports premiums of £19,749,462, an 


increase of £1,750,000, and the marine 
accounts shows net premiums of £1,969,- 
971, a gain of £133,000 

Reporting on fire underwriting experi- 
ence Lord Kindersley stated: 

“In the United Kingdom the national 
fire wastage in 1957 was somewhat less 
than in the previous year and we were 
fortunately spared a repetition of the 
severe frost claims paid in 1956. On the 
other hand the year was marked by 
several fires of spectacular dimensions 
including one of the largest ever to 
occur in this country. 

“In spite of the efficiency of modern 
fire brigades, there is a practical limit 
to the fire load which they can control 
and much could be done to restrict the 
magnitude of these occurrences by the 
installation of sprinkler systems and the 
sub-division of risks by adequate fire 
breaks. This is a matter to which I have 
previously drawn attention and I do so 
again because the country can ill afford 
the material loss and dislocation caused 
by these large industrial fires. 

“In the United States the year was 
one of unparalleled difficulty for the 
whole insurance market and heavy un- 
derwriting losses coincided with a sub- 
stantial fall in the value of investments. 
The best that can be said about this 
state of affairs is that it has produced 
an atmosphere favorable to the intro- 
duction of measures to improve under- 
writing conditions and we earnestly hope 
that they wiil not be too long delayed. 
As far as the corporation is concerned 
we pruned our commitments as much as 
we could and thereby kept our losses 
within reasonable bounds. 

“Elsewhere in the overseas field our 
efforts were better rewarded and al- 
though in Canada the results were again 
poor we may find some encouragement 
for the future in the steps which have 
now been taken to redress the present 
unsatisfactory situation in that country. 

“In spite of intense competition in 
both the home and overseas fields, we 
were able to show a modest increase in 


our premium income. But, to the extent 
that the tendency towards reduced rates 
cannot be met by low expenses and a 
reduction in the annual fire wastage, 
future underwriting profits must be ad- 
versely affected. To put it bluntly, we 
are assuming the same or perhaps great- 
er liability for less premium. 
Accident Underwriting 

“A very great variety of risks is writ- 
ten by our accident department but by 
far the largest section relates to our 
world-wide motor insurance account. 
The primary factors governing the inci- 
dence and cost of motor accidents— 
increased traffic on the roads, greater 
speeds, higher values, more elaborate 
and vulnerable car design—are beyond 
our control; but they continue to cause 
us anxiety and have inevitably led to 
increased rates, not only in this country 
but in most of the other territories in 
which we work. 

“Much has been said and written about 
motor insurance rates but it is a fact 
that in general, the price of a compre- 
hensive motor car policy today, ex- 
pressed as a percentage of the capital 
investment represented by the cost of 
the car, is very substantially less than 
it was before the war. In other words 
our premiums have not yet risen pro- 
portionately to the decrease in the value 
of money as reflected by the higher dam- 
ages awarded by the courts and the in- 
crease in the cost of repairs. 

“The premium income in the accident 
department as a whole showed a healthy 
increase—some of which of course was 
due to the increased motor rates to 
which I have just referred—and after 
making the necessary substantial addi- 
tion to the reserve for unexpired risk, 
the disclosed profit was £456,676—a mod- 
est 2.3% of the total premiums. 


Marine Underwriting 


since the war we 
substantial fall in 


“For the first time 
are faced with a very 


the value of ships, and this has been 
most marked during the last few months. 


If it continues we shall certainly find 
in the current year a fall in hull pre- 
miums, particularly as many vessels are 


now laid up in port owing to freights 
not being available. 

“It is clear that, with the cost of re- 
pairs to ships still on a very high level, 
the problems facing the marine insur- 
ance market are considerable, especially 
with the keen competition for business 
which exists in London and in many 
centers overseas. If we are to avoid 
repetition of the severe losses which the 
market suffered in the ‘thirties’ there 
will have to be much more cooperation 
than was shown then. Fortunately, this 
bad time is still in the minds of many 
of the more experienced underwriters, 
and I hope they will be able to make 
their influence felt in the market. 

“After a period of comparative free- 
dom from major casualties, we have 
lately seen a return to a more normal 
experience of total losses and in the 
closing months of 1957 casualties were 
numerous and heavy. Last year was in 
fact probably the most difficult of the 
post-war years but it is too early yet to 
make any forecast of the underwriting 
result. 


Consolidated Profit & Loss Accounts 


“On the revenue 
items are £1,698,382 investment income, 
£1,118,614 aggregate net transfers from 
the departmental revenue accounts and 
the final installment of the proprietors’ 
share of the life departments valuation 
surplus relating to an earlier triennium. 

“Turning to the expenditure side the 
largest item is £1,317,068 representing 
taxation of various types. Two unusual 
items are £460,800 applied in reduction of 
the book value of investments, and £90,- 
000 in respect of office premises. When 
allowance is also made for the usual pen- 
sion fund transfers, a favorable balance 
of £632,024 emerges. To this falls to be 
added £105,000 over-provision for taxation 
in previous years and the 1956 carry for- 


side the principal 


ward, resulting in a disposable sum of 
£4,007,440. 
“After allowing for an_ additional 


transfer of £454,000 to the group pension 
funds, the interim dividend and_ the 
recommended final dividend, the sum of 
£3,029,040 remains as the balance to be 
carried to the balance sheet.” 


FRED B. HALLIDAY DIES 
Fred B. Halliday, superintendent of 
the fire underwriting department of the 
Reliance of Philadelphia, died June 26. 
He was 53 and was with the company 
for 35 years. 
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Elected President of 
Loss Executives Assn. 


DONALD E. MACLAY 

Donald E. Maclay, secretary of the 
Great American Group, was elected pres- 
ident of the Loss Executives Association 
at the annual meeting at Manchester, 
Vt. Other officers named are G. Everett 
Geerken, general adjuster, American In- 
surance Group, vice president; Everett 
T. Towers, assistant manager, fire claims 
division, Hanover Group, — treasurer; 


James A. Cooper, loss manager, Fire- 
man’s Fund Group, secretary; Leslie A. 
Lloyd, secretary, Pacific Fire Group, 
assistant secretary. 


Newly appointed members of the exec- 
utive committee are Leonard B. Bogart, 
secretary, Aetna Insurance Group; W 
Arthur Quick, general adjuster, Home 
Insurance Co.; John B. Scheuerman, as- 


sistant secretary, Pearl-Monarch Group 
Richard H. Greene, Northern of New 
York, was chairman of the annual meet- 


ing. 


Caledonian-American 
Control to West Coast 


The administrative office of Cale- 
donian-American Insurance Co, of New 
York will be moved to San Francisco as 
the result of the sale of Caledonian 
American to the underwriting firm. ol 
Rathbone, King & Seely, of that city 
The transaction involved a purchase oi! 
$1,800,000, Previous owner of the com- 
pany was Peerless Insurance Co. of New 
Hampshire, which acquired control less 
than two years ago. 

The name of the company will be 
changed in conformity with plans to op- 
erate it on a multiple line basis. Rath- 
bone, King & Seeley, who will handle 
the operations through an underwriting 
management contract, will add its fa- 
cilities to the RK&S representation ol 
six companies. 

Established in 1897, Caledonian-Amer- 
ican is licensed in 44 states. All out- 
standing business has been fully rein- 
sured by Peerless Insurance Co. Under 
the management of Rathbone, King & 
Seeley, the insurer will concentrate its 
efforts to the development of business 
in all 11 Western states. The com- 
pany will be operated on a full multiple 


line basis and completion of present 
plans is expected by early fall, Rath- 
bone, King & Seeley dates its origin 


to 1949 when its predecessor firm ol 
Macondray & Co, was founded at San 
Francisco. It is one of the West's larg- 
est underwriting organizations. 


W. A. RODGERS PROMOTED 

William A. Rodgers, manager of the 
Philadelphia office of Stewart, Smith 
(Pennsylvania), Inc., has been elected 
to membership of the board of directors 
and named executive vice president ol 
the company. 








July 11, 1958 

















as 
and 
Mo; 
rals 
do 
pen 


“ 
dire 
tial 
mis 
tun: 
whe 
har 
bilit 
tive 
hav 


mai 
lows 
pric 
edge 
cont 








July 11, 1958 


UNDERWRITER 












Page 21 








of the 
| pres- 
ciation 
hester, 
“verett 
an In- 
verett 
claims 
surer; 

Fire- 
slie A. 


Group, 











exec 
sogart, 
p; W. 
Home 
in, as- 
aroup. 
~~ New 


meet- 


‘ 
,Oast 

Cale- 
f New 
sco as 
onian 
rm of 
t city 
ase ol 

com- 
f New 


ol less 


‘ill be 
to op- 
Rath- 
handle 
vriting 
ts fa- 
ion of 


Amer- 
1 out- 
rein- 
Under 
ing & 
te its 
siness 
com- 
ultiple 
resent 
Rath- 
origin 
m of 
t San 
larg- 


,D 

f the 
Smith 
ected 
ctors 
nt of 












Battles “Primer” On Agency System 


In Relation To Insurance Economics 


A Primer “The Agency System in 
Relation to Insurance Economics,” by 
Robert E. Battles of Los Angeles, past 
president of the National Association 
of Insurance Agents, is off the press and 
being distributed. Mr. Battles describes 
his primer as an historical and factual 
review of the agent’s functions in the 
distribution of insurance and the services 
which he renders to earn his commis- 
sion. 

A strong defense of commissions to 
agents is made by Mr. Battles in his 
“Conclusions” in this Primer. He is one 
of the leading agents on the Pacific 
Coast and his views are widely respected 
in the industry. He states: 

“1, The proportion of expenses to in- 
come is precisely the same for agency 
companies as it is for direct writers. 
This is naturally so, since the same gross 
total of functions is to be performed in 
either case. Favoring the agency com- 
pany are the inherent economies in sub- 
contracting at the local or ‘point of 
sale’ level. Disadvantages to the agency 
companies would arise only through their 


performance of the very work which 
they have sub-contracted to the agent, 
thus duplicating the cost thereof. 


Commissions Private Contract 


“2. Commissions are a matter of pri- 
vate contract. Since commissions repre- 
sent amounts paid to sub-contractors for 
performing specific jobs, the amount of 
commission must necessarily be gauged 
by the amount of work sub-contracted. 
In this connection it is worthy of note 
that agents’ associations never attempt 
to negotiate specific commissions, Their 
only function in this respect is to main- 
tain a wide area in which private nego- 
tiations can freely be carried on. 

“3. Commissions cannot be adjudged 
‘high’ or ‘low’ in any collective sense. 
Functions of the sub-contractor to 
whom they are paid will cause a 
fluctuation in such commissions. They 
actually range from 85% (where the 
agent pays most of the losses) down to 
an undisclosed minimum where minimum 
functions are performed. 

“4. No other business of the magni- 
tude of insurance enjoys the position 
of having half of its costs calcul: ited so 


as to follow automatically, price rises 
and dips. This is in direct contrast to 
most of our industry which today is 


raising prices because it was forced to 
do so by prior occurring wage and ex- 
pense increases. 

Price Differentials 


“ 


5. As between agency companies and 
direct writers, 80% of the price differen- 
tial is due to factors other than com- 
missions. There is such a great oppor- 
tunity to improve the business in areas 
where all could agree that it is fool- 
hardy to concentrate on the small possi- 
bilities to be found in this highly sensi- 
tive phase. After maximum economies 
have once been realized, the commission 
portion would largely take care of itself 
through its inherent flexibility as a per- 
centage factor. 

“6. The percentage commission is the 
fairest yet devised from all points of 
view. It accomplishes no change until 
after the fact. Thus, it increases the 
agents’ income only after justification 
for such increase has been proven. It 
automatically decreases the agents’ in- 
come after the propriety of a decrease 
has been demonstrated. Even while 
Maintaining a fixed percentage, it al- 
lows, the company perfect freedom to 
Price its product with the sure knowl- 
edge in advance of its costs for sub- 
contracted labors. 

“7. Commissions are not an addition 
to the price of insurance. They are 
merely a means by which some of the 
indispensable functions of insurance are 
paid for. 


wide | 








ROBERT E. 


BATTLES 


“8. Policyholders do not ‘pay the 
agent’s commission’ any more than auto- 
mobile buyers pay the employes of a 
steel company. 

“9. Automobile insurance specifically 
(and other lines might be studied in the 
same light) has risen solely because of 
inflation—accident frequency has _ been 
cut in half in recent years. Nothing 
could be more natural or just than the 
automatic adjustment to inflation con- 
tained in the fixed percentage of agency 
commissions, Agents are subjected to 
the same effects of inflation as are 
companies and policyholders. 


No Exorbitant Profit 


“10. The agent does not make an ex- 
orbitant profit from his activities. He 
averages 2% of gross sales before taxes, 
placing him in the lowest of our eco- 
nomic brackets. As a matter of fact, 
there is some cause for concern that the 
agency business has not attracted new 
members to match the rate of expansion 
of our population and its economy. 

“11. Insurance has done four times as 
well in combating inflation as any other 
significant portion of the economy which 
it serves. 


“12. Expense ratios within the insur- 
ance industry compare very favorably 
with any other business or service 


against which they might be measured. 
Even if one were to consider the agent 
nothing more than a salesman (which is 
not the case) and even if we considered 
his commission a ‘mark-up’ (which it is 
not), the percentage of ‘mark-up’ would 
amount to only half or two-thirds that 
to be found in any comparable business. 

“In the light of these premises and 
these conclusions, it is hoped that the 
reader may more carefully judge the 
pronouncements on the subject of com- 
missions and the Agency System that 
have been made in such numbers and 
so widely publicized during recent years. 
It is also to be hoped that this primer 
will aid in future discussions of the mu- 
tual problems of companies and _ their 
agents, 

“None of the foregoing has been pre- 
sented purely for argument’s sake. Per- 
haps the most elemental truth is that 
agents and their companies are natural 
partners. They must continue to work 
together in the utmost of good faith 
and confidence. No salesman can make 
a persuasive presentation of a product 
whose originator does not enjoy his 
complete faith and enthusiasm. Compa- 
nies can never realize the maximum of 
economies to be found in the sub-con- 
tracting system if there is not complete 
faith in and reliance upon their agents.” 


Seattle Public Library 


Freeman Asst. Manager 
NYFIRO Suburban Division 


The New York Fire Insurance Rating 
Organization announces appointment of 
John J. Freeman, Jr., as assistant man- 
ager of the suburban division, effective 
July 28. Mr. Freeman was employed by 
the rating organization in 1949 as a field 
inspector in the Buffalo district. In Feb- 
ruary, 1952, he was transferred to the 
central office at New York and after a 
year of administrative duties, joined the 
staff of the New York City division. Mr. 
Freeman has been active in all depart- 
ments of the city division and on Janu- 
ary 1, 1958, was appointed assistant man- 
ager ‘of this division. 





Lane Succeeds Codere 
For St. Paul in Canada 


Retirement on July 1 is announced 
under the company pension plan, of 
P. A. €odere, who for ten years has been 
resident vice president at Winnipeg, in 
charge of all the Saint Paul’s operations 
in Canada. 

Mr. Codere joined the St. Paul F. & 
M. in 1916 as an assistant to the then 
chief agent for Canada, C. F. Codere, 
now chairman of the board of the St. 
Paul; and in 1920 he was made chief 
agent for Canada. In 1943 his title was 
changed to manager for Canada, and 
in 1948 to resident vice president. 

Nelson C. Lane is now resident secre- 
tary and chief agent of the Saint Paul’s 
Canadian department at Winnipeg, suc- 
ceeding Mr. Codere. Mr. Lane joined 
the Saint Paul in August, 1935, as a 
fieldman in the Milwaukee office travel- 
ing southern Wisconsin. In 1952 he was 
transferred to the Detroit office where 
he became manager. In June, 1953, he 
moved to Winnipeg to become assistant 
to P. A. Codere and in August, 1953, 
became resident assistant secretary. 





Davis President of 
North Carolina Agents 


Paul L. Davis of Waynesville was 
elected president of the North Carolina 
Association of Insurance Agents as the 
organization closed its 6lst annual con- 
vention at Pinehurst. Mr. Davis suc- 
ceeded Thomas F. Hewitt of Kinston. 

John N. Hackney Jr. of Wilson was 
elected vice president. Reelected for the 
coming year were Charles C. Harris Jr. 
of Rocky Mount, secretary; J. C. Allison 
of Raleigh, treasurer; and William E. 
Webb Jr. of Statesville, director to repre- 
sent the North Carolina group in the 
national association. F. B. Hopkins Jr. 
of Elizabeth City was elected for a 
three-year term on the nine-man board 
of directors. Van Wyck Webb of Ra- 
leigh was named to fill the board 
vacancy left by Mr. Hackney’s election 
to vice president. 





Hayes Succeeds Browne 


For Talbot, Bird & Co. 


Harry Browne, resident vice president 
of Talbots- Bird: andi :Co., Inc.. on the 
Pacific Coast, owing to ill health, has 
requested that he be relieved of his 
duties and the board of directors has 
regretfully acceded to his request. John 
T. Hayes, resident secretary, who has 
been Mr. Browne’s chief assistant, has 
assumed complete charge of all of Tal- 
bot, Bird’s business in that area. 





N. Y. Board Losses for May 


There were 726 losses for $2,162,210 
assigned in May to the committee on 
losses and adjustments of the New York 
3oard of Fire Underwriters. This com- 
pares with 743 losses for $2,102,458 in 
May, 1957. For the first five months of 
1958 Secretary E. C. Niver states the 
committee received 6,554 losses for 
$13,874,371 against 4,070 losses in the 
same period last year. This increase of 
61% in number, due to more extended 
coverage claims, was accompanied by a 
rise of only 4.61% in amount. 


VIRGINIA/AGENTS MEET 


60th Annual Convention Held at Virginia 

Beach; McMurran Succeeds Flintoff 

as State President 

Nearly 500 gents, company representa- 
tives and others attended the 60th an- 
nual convention of the Virginia Associa- 
tion of Insurance Agents at The Cava- 
lier, Virginia last week. The 
opening general session on Monday 
morning was highlighted by the annual 
report of the association’s president, 
C. M. Flintoff, Suffolk. 

Jack Neumann of Arlington reported 
on the Virginia Association’s role in the 
country-wide advertising program of the 
National Association. Mr. Neumann is 
president of the Northern Virginia As- 
sociation of Insurance Agents. J. Nor- 
vell Trice of Richmond reported on the 


3each, 


National Association’s educational pro- 
gram. 

Louie E. Woodbury, Jr., of Wilming- 
ton, N. C.,, president of the National 
Association, spoke on activities of the 
NAIA 

The afternoon session Monday fea- 


tured addresses by Charles W. Tye, tax 
counsel for Joseph Froggatt Co., and by 
Win Pendleton of Washington, D. C., a 
public relations expert. 

The general session on Tuesday heard 
George J. Cleary of the Aetna Casualty 
and Surety on the comprehensive gen- 
eral liability policy. 

G. Keith McMurran of Newport News 
was the presidential nominee and Jay C. 
Litts of Norton was nominated for vice 
president and chairman of the board. 
Hugh H. Coiner of Arlington has been 
renominated for secretary-treasurer and 
J. Victor Arthur for state national di- 
rector. 

C,. M. Flintoff, retiring president, pre- 
sided at the convention. Convention ar- 
rangements were handled by Richard 
Earle Smith of Richmond, executive sec- 
retary. 





Tulsa Agency Merges 
With Marsh & McLennan 


Hermon Dunlap Smith, president, 
Marsh & McLennan, Inc., international 
insurance brokers and agents, announces 
merger of Paul Sisk - John Wakefield 
& Associates with its Tulsa, Okla., office. 
The two firms will maintain their sepa- 
rate offices for the time being and no 
change of personnel is contemplated. At 
a later date it is planned to conduct 
operations at one location with their 
joint staffs under the direction of Paul 


Sisk, J. Richard Johnson, and John 
Wakefield, vice presidents. 
For many years Paul Sisk and John 


Wakefield operated their own agencies 
in Tulsa, which they merged in Febru- 
ary, 1957, under the name of Paul Sisk- 
John Wakefield & Associates. Both Mr. 
Sisk and Mr. Wakefield are past presi- 
dents of the Tulsa Agents Association 
and Mr. Sisk is past president of the 
National Association of Casualty and 
Surety Agents. 





North America Insures 
Bryan’s Racing Car 


The Belond AP Special racing car in 
which Jimmy Bryan of Phoenix, Ariz., 
drove to victory in this year’s Indianapo- 
lis 500 mile race on Memorial Day and 
in which he placed second in the 500 
mile race at Monza, Italy, on June 30, 
was insured by Insurance Co. of North 
America during its journey to and from 
Italy. 

The car, which is owned by Americans 
George Saleh and Howard Gilbert, was 
insured for $24,155 against all risks in- 
cluding war risks during its transit from 
the port of embarkation in the United 
States to the port of entry in Italy, dur- 
ing its stay in Italy except during its 
participation in the race itself, and again 
during its transportation back to the 
United States. The insurance was writ- 
ten through Fox & Fox, Indianapolis 
insurance agency. 
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THE BEST. When an insured suffers a loss, prompt and 
equitable adjustment is Royal-Globe’s way to keep your 


customers “sold.” Our staff adjusters, well-trained and expe- 
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Winchester Tells Public Adjusters 
How To Gain Further Recognition 


Philip M. Winchester, one of the lead- 
ing independent adjusters in the New 
York metropolitan area, told the 8th an- 
nual convention of the National Associ- 
ation of Independent Adjusters at At- 
lantic City that if the public adjusting 
business “is built upon competence, in- 
tegrity and service at reasonable cost, 
it will earn the recognition it deserves 
in the insurance world. 

“The public adjuster invariably is first 
on the scene and he has an opportunity 
to lay the foundation for adjusting pro- 
cedure,” Mr. Winchester stated. ‘“With- 
out the right kind of aid and advice, a 
disorganized or panicked insured may 
act in a fashion harmful to both himself 
and the company. The public adjuster 
enjoys the confidence of the insured and 
in the assessment of a loss he has the 
benefit of the insured’s knowledge and 
experience, which, as regards his indi- 
vidual business and his own property, 
should be of superior quality. 

“When the company adjuster enters 
the picture, he is a stranger to the claim- 
ant and most of his pronouncements are 
suspected because the average insured as- 
sumes that the company adjuster’s chief 
duty is to save money for his principal. 
The company adjuster does have one real 
advantage, which is represented by the 
comparatively unlimited resources of his 
company with regard to the employment 
of experts and the utilization of all 
reasonable means necessary for compil- 
ing information which will contribute to 
the determination of a loss. 

“The presentation of a claim by a 
public adjuster and negotiations with a 
company adjuster should involve none 
of the elements of a contest, but, un- 
fortunately, the opposite is true all too 
frequently. In this connection, it seems 
somewhat unfortunate that an honest in- 
sured who has paid his premium dollars 
in good faith and has accepted a policy 
contract issued in good faith by an in- 
surance company, occasionally finds when 
he has a loss that his interests are sec- 
ondary to the contest waged between the 
company adjuster and the public ad- 
juster, as each strives to show the other 
which is the better man. 

“This can be the result of a clash of 


America Fore Moves 
Jacksonville Offices 


In latter part of June the America Fore 





fire and casualty companies of the 
America Fore Loyalty Group moved 
their Jacksonville, Fla. headquarters 


from 43 West Duval Street to the new 
America Fore Loyalty Group Building at 
525 Laura Street on the southeast cor- 
ner of Laura and Ashley Streets. 

The America Fore companies are the 
principal tenants of the four-story build- 
ing which is owned by the Laurash Cor- 
poration of Jacksonville. They will oc- 
cupy the first, second and third floors, 
about 18,000 square feet, as well as a 
portion of the 2,300-square-foot base- 
ment for storage area. Samuel F. Scat- 
tergood is resident manager, and Pleasant 


A. Holt is claims manager for the 
Fidelity and Casualty at Jacksonville. 
Carl A. Sampson is special agent for 


the America Fore fire companies. 


Royal-Globe Changes 


The Royal-Globe Insurance Group 
announces two appointments in Atlanta, 
Ga. E. P. Bendin has been named special 
representative of the inland marine, 
aviation, burglary and glass departments. 
Mr. Bendin who attended Adelphi Col- 
lege, trained in the inland marine de- 
partment in New York in 1954. In 1955 
he was transferred to Atlanta. 

Donald McBean, a graduate of Lehigh 
University, who recently completed his 
training in the New York office, has 
been transferred to Atlanta to replace 
Mr. Bendin as underwriter. 











Fabian Bachrach 
WINCHESTER 


PHILIP M. 


personalities or it can be attributed to 
a lack of respect on the part of each 
for the knowledge and ability of the 
other. Perhaps the most important in- 
gredient for the production of an ami- 
cable and equitable adjustment is the 
existence of mutual respect for honesty 
and square dealing. 

“I am sure you share my opinion that 
if the public adjuster is to justify his 
existence, it is imperative that he not 
only know correct adjusting procedure, 
but that he also become an insurance 
man. He should be thoroughly conver- 
sant with all types of policy coverages 
and he should be as capable of inter- 
preting a policy form as a broker, as an 
agent or as a company adjuster. 

“Public adjusters today are not inter- 
ested solely in fire losses, for there are 
many sizable claims under all types of 
time element coverages under so-called 
package policies and under complicated 
inland marine contracts and if an insured 
requests advice it should be supplied 
by a well versed insurance man whether 
he is a broker, an agent or a_ public 
adjuster.” 


Baile ihisonnaalls Day for 


London & Lancashire 
N. W. Smith, United States manager 
of the London & Lancashire Group, 
announces that Osborne H. Day, New 
Jersey state agent, retired on pension as 
of June 30, after many years of service. 
Calvin Baile, who has been associated 
with Mr. Day for a number of years, 
will succeed him as state agent tor 
the New Jersey territory. 


Bié Bill 
(Continued from Page 19) 


of American Standards Association and 
belongs to the New York County Law- 
yers Association. He lives in Ardsley, 
N. Y., where for two and one-half years 
he served as village counsel and 3 
presently chairman of a committee t0 
create a public library. 

His father was in the Imperial Russian 
Diplomatic Service. His grandfather 
was a member of the Russian Senate, 
the Supreme Court of that country. 








WESTERN ADJUSTMENT CHANGE 

Western Adjustment & Inspection Co 
his named Max M. Heare to the heal 
office in Chicago as assistant manage! 
of the marine division. 
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SPRINGFIELD-MONARCH 





Nearly 100% of Outstanding Shares of 
Monarch Tendered in Exchange 
for Springfield Stock 
Springfield Fire and Marine Insurance 
Co. announces that over 99.3% of the 
outstanding shares of Monarch Life In- 
surance Co. have been tendered for 
exchange pursuant to its offer to Mon- 
arch stockholders which expired July 1. 
At a special meeting of Springfield 
stockholders July 1 the required addi- 
tional shares of Springfield stock were 
authorized to cover the exchange. On 
July 10 Monarch stockholders will be 
sent 1.25 Springfield shares for each 
share exchanged under the terms of the 

offer. 





Duke of Philadelphia 
Board Chairman of NFPA 


T. Seddon Duke of Philadelphia has 
been named chairman of the board of 
directors of the National Fire Protection 
Association. A past president of the non- 
profit technical and educational organi- 
zation which prepares and publishes the 
National Fire Codes, he succeeds the 
late Richard E. Vernor of Chicago. 

During more than 30 years of active 
participation in NFPA affairs, he has 
been chairman of a number of important 
committees and currently serves on the 
key NFPA technical advisory committee. 

Mr. Duke is president and a_ board 
member of the Star Sprinkler Corp. of 
Philadelphia, manufacturer of automatic 
sprinkler equipment, and since 1943 has 
acted as chairman of the automatic 
sprinkler industry’s special committee 
for government liaison. He is a _ past 
president of the National Automatic 
Sprinkler and Fire Control Association. 

Newly elected to the National Fire 
Protection Association’s board are W. H. 
Berry, vice president of the America 
Fore Insurance Group of New York; 
Paul C. Lamb, safety administrator of 
Lever Bros. Co. of New York; Jerome 
Lederer, managing director of Flight 
Safety Foundation of New York; Wil- 
liam L. Miller, chief engineer of the 
Department of Fire, Los Angeles, and 
John H. Redmond, assistant vice presi- 
and manager of operations, Tar 
Division, Koppers Co., Inc., 


dent 
Products 
Pittsburgh. 


Manning Manager Quebec 
Catastrophe Office 


W. H. Bell, chairman of the Quebec 
Provincial Catastrophe Committee, an- 
nounces appointment of N. H. Manning 
as manager of the Quebec Provincial 
Catastrophe Claims Office. Mr. Manning 
will take on this job in addition to his 
regular duties as agency superintendent 
of the Guardian Group in Canada. _ 

To handle disasters, the insurance in- 
dustry in Canada, under the auspices 
of All Canada Insurance Federation, 
has set up a nation-wide organization, 
known as All Canada Catastrophe Com- 
mittee. This organization will oversee 
the activities of a Provincial Catastrophe 
Committee in each province. 





Phila. Underwriters’ 


Educational Teams 


The Underwriters Club of Philadel- 
phia approved plans to form three edu- 
cational teams to be made available to 
agents through various associations, such 
as agents associations and real estate 
boards in the counties of Philadelphia, 
Delaware, Bucks, Montgomery, Chester, 
Berks, Lehigh and Northampton. 

These teams at the request of agents 
will conduct panel type discussions on 
various subjects such as types of policies, 
changes in present policies, salesmanship, 
asic insurance, policy writing and use 
of manuals. Realizing that the inde- 
Pendent insurance agent is the backbone 
of the insurance industry, the Under- 
writers Club, whose membership is made 
up of representatives of capital stock 
Imsurance companies, feel that a good 
Percentage of their efforts should be in 
assisting the independent agent. 


RICHMOND AGENCY EXPANDS 
DeJarnette & Paul, general insurance 
agency, will move in October to a new 
office building under construction at 
307-11 West Main St., Richmond, Va. 
The firm now is located at 10 South 
Tenth St. The new structure will be one 
story and will have 2,300 square feet. 


BEN. D. WRIGHT DIES AT 91 

Ben D. Wright, 91, insurance agent 
in Lockport, N. Y. for many years, died 
June 28. Until recently he was in the 
Shapleigh-Wright Insurance Agency 
which he founded with the late William 
Shapleigh. 





MacKay, Fireman’s Fund, 
Returns to Home Office 


James F. Crafts, president of Fire- 
man’s Fund Insurance Co. and its af- 
filiates, announces that Vice President 
James R. MacKay is now located at 
The Fund’s San Francisco home office. 
Mr. MacKay returns to San Francisco, 
after six years in the company’s New 
York and Boston operations, to continue 
the special nationwide executive assign- 
ments he assumed upon his election as 
a vice president last December. 

Born in Juneau, Alaska, Mr. MacKay 


is a graduate of the University of Cali- 
fornia, holds an LL.B. from the Uni- 
versity of California School of Law and 
is a member of the State Bar Associa- 
tion of California. He began his career 
with The Fund in 1936 at the San Fran- 
cisco office. Named assistant secretary 
of the company in 1951, he was appointed 
assistant vice president and assistant 
manager of the Eastern indemnity de- 
partment in 1952 and transferred to New 
York. In 1956 he was made resident vice 
president and manager of the then 
newly-formed New England department 
of the company in Boston, a post he 
held until his election as vice president. 





10,000 DOORBELL 





(for agents and brokers 


This is a doorbell. 


Rung often enough, it's worth real money to you. 


When you are selling the best—The Home— 


you'll get the best new business! 


Why not ask for it—now. 


only) 


The business will be there! We're heading for more people, more jobs, more 





income and savings, more production and more needs than ever before in history. 


We'll help you, too, with everything you need for a real bell-ringing drive. 
See your Home fieldman for the aids you can use! 


Te HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Prdurance Company 


Property Protection since 1853 
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New York Brokers’ Assn. Complains 
To Robert Moses On Favored Broker 


New Insurance 


Association, Inc., 
Moses, 


York 
has addressed 
trustee 
chairman of the Power Authority of 
the State of New York, charging that 
the Power Authority is using a favored 
broker and thus is unfair to brokers 


The Greater 


Brokers’ 
and 


a letter to Robert 


generally. President Mortimer L. Na- 
thanson states “this is the second 
protest which the Greater New York 


Association has made 
in which Mr. Moses 
administrative power. 

“Both protests point out that the re- 
spective agencies are not employing 
required bid procedures in buying in- 
surance coverages. The first protest was 
made April 24 to the Triborough Bridge 
and Tunnel Authority. It charged that 
the Authority was using a ‘favorite 
broker’ in connection with its purchase 
of construction bonds for the accounts of 
contractors. 

“This initial protest was the subject 
of an exchange of correspondence be- 
tween our counsel, C. Joseph Danahy 
and George E. Spargo, general manager 
and secretary of the Authority. The 
matter is now aw: aiting our further action 
for some official adjudication, perhaps in 
the courts.” 

Mr. Danahy, in his latest letter, says: 

“The ren Ady iw York Insurance 
Brokers’ Association, Inc., which is com- 
posed of over two thousand duly licensed 
brokers and agents of the State of 
New York, has requested me to file a 
compl. unt with you in connection with 
the practice of the Power Authority of 
the State of New York purchasing all 
of its insurance in one company through 
one broker. They further specifically 
complain of the fact that when you 
negotiated with this particular company 
in connection with workmen’s compen- 


Insurance Brokers’ 
against an agency 
holds important 


sation insurance on the St. Lawrence 
Power Project that although you 
adopted many features of the National 
Defense Project Rating Plan, you 


amended your plan so that an additional 
factor was added to the cost to cover 
commissions to be paid to this favorite 


broker. In other words, I am informed 
by my client that while the National 
Defense Project Rating Plan does not 


include any factor for commissions, your 
plan does, and that all these commissions 
are paid to one favorite broker. 

“My client feels that not alone is this 
practice on the part of the Power Au- 
thority of the State of New York unfair 


protected in that none of the other 
brokers, agents or companies are given 
an opportunity to submit bids. This, of 


precludes the public getting the 
any savings that might be 
all brokers and agents were 
submit bids for this in- 


course, 
benefit of 
effected if 
permitted to 
surance. 
“This matter is being called to your 
attention as a trustee of the Power Au- 
thority of the State of New York as 
we feel that in fairness both to the 
brokers and agents of the State of New 
York, and to the general public, this 
condition should be remedied.” 





Richmond Agents Back 
Teen-Age Road-E-O 


The Richmond County Association of 
Insurance Agents, in conjunction with 
the Richmond County Junior Chamber 
of Commerce, recently sponsored The 
Jaycee Safe Driving Teen Age Road- 
E-O, in New Dorp, Staten Island. Teen- 
agers who were eligible to participate 
were those who qualified for a driver’s 
license and who would not turn 20 years 
of age before August 16, or any one who 
has not had a pending charge of or been 
convicted of a moving traffic violaticn in 


the six months prior to the national 
finals which will be held August 11-14. 
Trophies for driving skill were pre- 


sented to the first, second and third win- 
ners who scored the highest points out 
of a possible 500 in the written test and 
obstacle course. The first winner will 
compete in the state eliminations July 
18-20 at Mitchell Air Force Base, Long 
Island. The state winner has a chance 
at a scholarship in the national contest 
in Washington, D. C. 

Einar G. Johnson, 
the Richmond County 
one of the judges. 


safety chairman of 
Association, was 





Werbel to Honor 
Assemblyman Kalish 


New York Superintendent of Insur- 
ance Julius S. Wikler has accepted an 
invitation from Bernard G. Werbel to 
present to Assemblyman Louis Kalish a 
gift in appreciation of the latter’s serv- 
ices rendered to the insurance profession 
in connection with legislation. The pres- 
entation will be made on July 25 at 





ATLANTIC’S ADS POPULAR 





Series for Use in Local Papers as Tie-ins 
to NAIA Campaign Widely Ac- 
cepted; Reprints and Mats 
The 1958 series of advertisements pre- 
pared by the Atlantic Companies (Atlan- 
tic Mutual Insurance Co. and Centennial 
Insurance Co.) for use in local news- 
papers by fire and casualty agents are 
receiving “outstanding acceptance,” ac- 
cording to W. Irving Plitt, vice president 

in charge of advertising. 

Mr. Plitt said thousands of requests 
for reprints have been received from all 
over the United States. “The popularity 
of this series,” he added, “reflects these 
things: 

the Agents who are members of the 
National Association of Insurance Agents 
can use the ads easily for tying-in with 
the NAIA national ad campaign; 

“2. All agents seem to prefer 
smaller space size; 

“3. Agents appreciate the attention- 
getting value of the lively ads.” 

A reprint of all nine ads of the series 
can be obtained without cost from Mr. 
Plitt, 770 Broadway, New York 3, N. Y. 
A complete set of mats for newspapers 
can similarly be ordered by enclosing 
check for $5 payable to Doremus & Co. 


the 


Baton Rouge Agents 
Accept Consent Decree 


The Baton Rouge, La., Insurance Ex- 
change has agreed to a consent judge- 
ment dictated by the Federal government 
along the lines of the court decision 
prohibiting the New Orleans Exchange 
from engaging in activities held to be 
in violation of the Sherman Antitrust 
Act, the Justice Department announces. 

Attorney General William P. Rogers 
said the consent judgment terminating 
the case was entered in the Federal Dis- 
trict Court in New Orleans simultan- 
eously with the filing of an antitrust 
civil action charging that the Baton 
Rouge Exchange had conspired with its 


members to restrain trade in and to 
monopolize the business of selling and 


writing fire, casualty and other insurance 
in the Baton Rouge area. The consent 
judgment prohibits the defendants from 
engaging in the practices charged in the 
complaint. 





O’Brien & O’Brien On 
Ground Floor, 90 John 


Chubb & Son, major tenant at 90 
John Street, New York City, since its 
completion in 1931, has subleased for a 
long term of years the easterly part of 
the ground floor space extending through 
from John to Platt Streets and com- 
prising an area of about 3,000 square 
feet, all completely modernized and air 
conditioned, 

The new occupant is O’Brien & 
O’Brien, Inc., insurance underwriters and 
agents who have been occupants of 
part of the second floor space in the 
building since it was erected. Aggregate 
rental over the term of the lease will 
exceed $150,000. Attorneys were Mc- 
Laughlin & Stern representing the new 
tenant and Bingham, Englar, Jones & 


Houston for Chubb & Son. 





PA. AGENTS MEET SEPT. 7-9 


The Pennsylvania Association of In- 
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Serving Our Brokers tor 

over Halt a Century 
a d 

NEW BUFFALO AGENCY & For 
Parke, Hall & Co., realtors at Buffalo, ‘kelet 
N. Y., has formed a new company, yo : 


Parke-Hall Agency Inc., to handle itsB the ty 


general insurance business. President o'ff bear t! 
the new company is Richard J. Parke, Space 
who is also treasurer of the real estategg Overall 
concern, Other officers of Parke-HallB° seq 
Agency, and their positions with the cedure 
real estate company, are: Fenton Mg Pes 01 
Parke, chairman; Thomas L. Willis, Ml it 
president, and Robert Parke, secretary"! & 
Their positions in the new compan) whe 
have not been determined. A 
the Ne 

cumcmeanes . States 

Nations 

HIATT G. GASTON RETIRES branch 


Alexander & Alexander, Inc., one o!fBance a 
the nation’s largest insurance brokeragtThe \ 


houses, honored its retiring treasuret, 

Hiatt G. Gaston, at a testimonial dinner 

in the Sheraton-Belvedere in Baltimore One 
Samuel H. Shriver, senior vice presiden' Crum 

of the brokerage and actuarial firm@in whi 
presented a scroll from the firm’s board throug! 
of directors to Mr. Gaston to mark his its old 
retirement after 37 years of service tffourth 


the nationwide corporation. Mr. Gastolfcut th 





as to all of the other brokers and agents 5 p.m. in the auditorium in the building surance Agents will hold its 1958 annual was employed by Alexander & Alexander separat 
in the State of New York, but also that occupied by Werbel Publishing Co. at convention September 7-9 at Bedford May 21, 1921, and became its treasuretf#two bu 
the interest of the general public is not West Hempstead, L. I. Springs Hotel, Bedford, Pa. July 5, 1928. i ( 
ac 6O 
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DAVID C. WHITE AGENCY, INC. 


55 JOHN STREET, NEW YORK 38, N. Y. 
LOCAL — COUNTRYWIDE — WORLDWIDE 


Member of the New York City Insurance Agents Assn., Inc. 
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Leaves on Extended Tour 
Of Europe, North Africa 





A. E. GILBERT 


A. E. Gilbert, executive vice president 
of American International Underwriters 
Corp., left New York July 7 on the first 
leg of an extended business trip through 
Europe and North Africa. The interna- 
tionally known insurance executive flew 
to Frankfurt, where the corporation has 
both a branch office and a German 
affiliate. 

AIU manages the foreign business of 
13 U. S. property and casualty insurance 
SS. During the next two months 
Mr. Gilbert will visit AIU offices, agents 
8 and correspondents in Zurich, Rome, 
Paris, Madrid, Casablanca, Brussels, 
_—— and London. 
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ca & Forster 


(Continued from Page 1) 
and until now the home office of Crum 
4 & Forster, will be stripped to its steel 
uffalo,@ skeleton and concrete floor arches and 
the “Cc “te 
npany, len reconstructed 


: In order to expedite the integration of 
dle its the two units, which will continue to 
















lent off bear the 110 William Street address, the 
Parke B Space taken by Crum & Forster in the 
estate Overall new structure was finished out 
-e-Hall of sequence of normal construction pro- 
th the cedure. Actually the company now occu- 
nm pies only two- thirds of the 145,000 square 
Willis ieet it has leased in the new project. It 
retary “Ul expand into the additional space 
mpan} upon completion of the rebuilt unit. 
; The Crum & Forster Group includes 
the North River Insurance Co., United 
States Fire, Westchester Fire, Inter- 
ES national Insurance Co., United States 
PB branch of the British America Assur- 
me OlMance and the United States branch of 
kerageHi The Western Assurance. 
asurer, 


Move Through the Walls 


One of the 
Crum & Forster 


dinner 
imore. 
»sident 

firm, 
board 


rk his 


interesting aspects of the 
move is the manner 
In which it was accomplished—literally 
through the walls. In relocating from 
its old quarters to the new space on the 


‘ice to fourth through eighth floors, holes were 
sastolm@cut through the common brick wall 
<ander# separating the contiguous floors in the 
asuret@ two building units and the furniture and 

oe equipment moved right through. 

rhe openings in the new space were 
—— then enclosed with fireproof partitions. 


As part of the occupancy by Crum & 
Forster in the new reinforced concrete 
section, the builders had to install a 
temporary roof on the thirteenth floor 
to allow the area below to function as 
4 separate building entity. The membrane 
Water proofing is similar to the usual roof 
On top of a building and consists of 
nating layers of hot tar and felt 
Paper. Its purpose is to create a tempo- 
Tary water tight structure sealing in the 
space below from the elements. 
Dovetailing the new and old skeletons 






has brought about an unusual feature 
for tenants, according to the Cruikshank 
Co., renting agent for the building. Be- 
cause the existing steel frame has much 
higher floor to floor heights than con- 
ventional new office construction, floor- 
to-ceiling heights on the first 20 floors 
of the integrated structure will measure 
nine feet. 


Reconstruction from Top Down 


Reconstruction of the older building 
unit will follow an inverted process from 
top down. As each tier is exposed all 
the construction trades will move in 
starting from the twentieth floor on 


down. 

While the two building phases advance 
towards integration the Marine Midland 
Trust Co. will continue its banking and 
vault operations without interruption on 
the ground floor of the 20-story section. 
The bank, which has taken larger space 
in the overall new building, will shift 
its public areas into temporary street 
floor quarters within the confines of the 
older building, while a portion of its 
space is rebuilt. It then will move back 
to its newly finished space while the 
remainder of its area is constructed. 

Completion of the entire 110 William 
Street structure is scheduled for next 


summer. The tower/floors of the buiid- 
ing, floors 21-31 will be available for 
tenants around November of this year. 
The ground floor facade of the combined 
new building will be of emerald pearl 
granite. The window frames and mullions 
will be of polished aluminum while the 
spandrel areas will be sand blasted dark 
gray aluminum. 


McGUIGAN SPECIAL IN GA. 
The Great American has appointed 
Robert V. McGuigan as special agent at 
Atlanta, Ga. He has been an_ under- 
writer and has completed the company 
training program. 
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YOU NEED THESE NOW x 









2 These new FAMILY oR 
(Combination —with and without family 
protection ‘coverage — Physical Damage) 
are set up in popular “SHORT WRITE” 
format — Reddi-snap declarations sets — 
separate window jacket that requires no 
typing, and TEXT IS GUARANTEED. 








*Permissive use has been granted—mandatory use in most states by the Fall of 1958 
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Roberts Tells How B. I. Insurance 
May Be Sold For Correct Amounts 


ee 


Business interruption insurance is easy 
to understand, simple to explain, flexible 
in its application and should be sold much 
more widely than it is today, Vice Pres- 
ident A. Addison Roberts of the Reliance 
Insurance Co. of Philadelphia told those 


attending the Pennsylvania Insurance 
Education ‘Conference at University 
Park, Pa., recently. Producers should 


give every commercial account ample 
opportunity and encouragement to pur- 
chase this essential coverage, he stressed. 

After describing the various forms now 
available for writing business interrup- 
tion coverage Mr. Roberts gave con- 
sideration to the amount of insurance 
which should be sold. He termed this a 
difficult phase of the coverage. The co- 
insurance application on physical prop- 
erty has been relatively easy to under- 
stand as contrasted to its application on 
business interruption policies, he said. 
Essentially, the gross earnings form 
allows a choice on the coinsurance per- 
centage of 50%-60%-70% or 80% while 
the two-item contribution form has the 
mandatory minimum of 80% under each 
item. The short earnings form has no 
coinsurance requirement. 


Realistic Estimate of Earnings 


“The amount of insurance that should 
be sold must vary depending upon a 
realistic estimate of what the prospective 
earnings will be for the next 12 to 18 
months and an estimate should be made 
as to the maximum period of suspension 
the business might suffer,’ continued 
Mr. Roberts. “Past experience should 
be reviewed. Any seasonal variations in 
the earnings rate and, in fact, all factors 
that might have an unusual effect as a 
consequence of the destruction of the 
physical plant must be carefully ana- 
lyzed. 

“For example, the use of complicated 
machinery that is not easily replaced, the 
availability of unskilled labor, and the 
desire of the assured to minimize his 
insurance costs even at the expense of 
such employes, are all factors that come 
into play in determining the amount of 
insurance that should be carried. 

“Fundamentally, no producer should 
allow coverage to be sold in insufficient 
amounts so that the assured has the rea- 
sonable possibility of a coinsurance pen- 
alty. The variation in coinsurance re- 
quirements under: the gross earnings 
form has tended to make this particular 
form by far the most popular. Essen- 
tially the amount of insurance to be 
carried can be tailored to the needs of 
the particular business. Too much em- 
phasis cannot be placed upon allowing 
a reasonable margin for safety to take 
care of any fluctuation in earnings that 
might occur. 


Two Endorsements 
“Two endorsements have an effect on 
the insurance that should be carried. 
First is the agreed amount endorsement 
—which enables an assured who files 








A. ADDISON ROBERTS 


values with the rating organization to 
obtain an agreed amount endorsement— 
which has the effect of eliminating the 
coinsurance clause provided the amount 
of insurance is equal to 80% of the 
values on file. This is done in some 
jurisdictions with an extra charge of 5%. 
In Pennsylvania this endorsement is free 
but the usage is limited to fire proof 
and sprinklered risks. 

“The other form is the premium ad- 
justment endorsement—by which the as- 
sured who has a minimum premium in 
excess of $500 is allowed a refund of 
up to 90% of the excess premium that is 
paid on a particular account. Thus, the 
assured for a small charge is in a posi- 
tion to eliminate in large measure the 
effects of the coinsurance clause under 
either of these two endorsements. Many 
companies, as well as rating organiza- 
tions, put out work sheets which simplify 
the determination of the amount of in- 
surance to be carried from a purely fig- 
ure standpoint. I think these forms are 
sufficiently simple so that one would find 
little difficulty in application of the sug- 
gestions made above. 


Fixing Amount of Insurance 


“To determine the amount of insurance 
under the gross earnings form, from the 
sales should be deducted the cost of the 
goods sold, thus giving the gross earn- 
ings. This figure should be adjusted for 
the business trend and the coinsurance 
percentage should be applied to deter- 
mine the actual amount of the policy. 
This same procedure is followed under 
Item #1 of the two-item form with 
this additional step: ordinary payroll and 
heat, light, and power should be deducted 
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from the gross earnings figure before 
applying the 80% coinsurance require- 
ment. Under Item +2, take 80% of the 
highest 90 days of payroll exposure 
which gives you the amount of insurance 
to be carried,” stated Mr. Roberts. 

“Consider the actual sales techniques 
which seem to have met with some de- 
gree of success. Each producer should 
start by reviewing his files for pros- 
pects. Every commercial account which 
has not purchased this insurance is fair 
game for a good sales pitch. After hav- 
ing gone through your own clients, the 
classified section of the telephone book 
offers an astounding number of pros- 
pective clients—which are neatly broken 
down into categories. 

“If selling business interruption in- 
surance to bakeries becomes your spe- 
cialty you would find all the bakeries 
in your area listed together in this one 
book. Financial lending institutions that 
have loans secured in part by expected 
earnings of a business are another pros- 
pect source. 

Chart Approach in Selling 


“The chart approach, originated by a 
company executive, makes use of a bar 
chart that shows the cost of the goods 
sold and the gross earnings to make up 
the total sales in Column #1. In Column 
+2 is shown the gross earnings and in 
Column +3 the inventory. This is par- 
ticularly effective for those businesses 
where the average inventory is equal to 
or less than the gross earnings. 

“One of the reporting services has 
put out some rather interesting charts, 
showing the relationship of mark-up, or 
gross earnings, to inventory by classes 
of business. Thus you may easily pre- 
pare charts for the particular business, 
taking into consideration the industry 
averages for that classification. 

“Many producers have indicated that 
one of the most successful sales gim- 


micks is the so-called dollar bill ap- 
proach. This is done by placing two 
dollar bills in front of the prospect, 


stating that one represents his physical 
values and one represents his earnings. 
Why should he cover this dollar and 
leave the other exposed? This is merely 
a visual demonstration of a fact that 
many assureds have often not reflected 
upon. The earnings dollar is as impor- 
tant as the dollar in physical property. 
Use of Financial Statement 

“The financial statement approach is 
another which is vigorously endorsed. 
Obtain from the prospect if possible a 
copy of his profit and loss statement. 
Then prepare several examples showing 
just what would happen to his business 
under various conditions. Show him 
what would happen if he had a total 
loss for an extended period. Show him 
what would happen if he had a partial 
suspension of activity brought on by 
having a minor fire to some vital ma- 
chinery. Show him the cost figures in 
relation to what the coverage will do 
for him. By having the illustration apply 
to his business and on paper so that it 
can be actually appraised is most helpful. 

“The most effective salesmanship is 
done by visual aids. A work sheet, a 
chart, or some other item that can be 











the best. 
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123 William Street, New York 38, N. Y. 
WOrth 4-1981 


brought into play physically seems to be 
more effective than abstract discussion. 

“By way of recapitulation, it is essen- 
tial that several aspects of this coverage 
be impressed upon you: 


Purpose of Coverage 


“First, the coverage is devised so that 
it will take care of any loss of earnings 
that might result from fire or other 
peril. Essentially all profit and fixed 
expenses are protected. 

“Secondly, the choice of coverage is 
sufficiently easy to determine so that 
there is very little difficulty in deciding 
which form the particular assured should 
utilize. At the present time steps are 
being taken to eliminate the two-item 
contribution form but to continue the 
coverage that is provided by means of 
endorsements which would be attached 
to the gross earnings form. Thus, it 
should not be too many months before 
we have a single major form—the gross 
earnings. The present forms, however, 
are not sufficiently difficult to cause any 
producer to avoid selling this coverage. 

“Third, the amount of insurance to be 
sold is not the result of an exact science 
but is merely utilization of a work sheet 
which is easy to comprehend and simple 
to explain—which takes into considera- 
tion the past financial experience and 
estimated future progress in the opera- 
tion of the particular business. There is 
coinsurance flexibility under the gross 
earnings form. The two-item contribu- 
tion form offers flexibility by allowing 
the elimination of the ordinary payroll 
coverage. The short earnings form has 
no coinsurance requirement. Thus, a 
form may be selected that is easily tail- 


ored to meet the needs of the insured 
with respect to the amount of insur- 
ance. 


Prepare the Sales Talk 


“Most important of all is the emphasis 


that should be placed on ringing the 
doorbell and making the sale. Every 
producer should carefully review the 


needs of the prospect, decide on the most 
appropriate form, and choose a specific 
sales technique. An ounce of careful 
preparation and thought before making 
the sales pitch is often worth a pound of 
cure in trying to unravel a disjointed, 
disheveled, uninspired sales presentation, 
The mere fact that the sales presentation 
has been thought out in advance is con- 
ducive to greater confidence and. en- 
thusiasm.” 


Fireman’s : Real Makes 


Personnel Changes 

Personnel changes are announced by 
the Fireman’s Fund. In Los Angeles, 
William H. Irby is named manager of 
marine operations in the Southern Cali- 
fornia department. He succeeds Larry 
Bulkley who will soon resign from the 
company. 

Robert H. Swift has been named cas- 
ualty special agent in The Fund’s Balti- 
more Office, which is under supervision 
of Richard E. Rohleder. John J. Purcell 
has been named special agent in western 
Massachusetts. 








AND BAIRD 


Intermediaries 





















vest 
unde 
lask 
heac 

F¢ 
auth 


case 






mini 
Tnsu 


1958 








to be 
ssion, 
essen- 
erage 


9 that 
rnings 
other 

fixed 


age is 
. that 
ciding 
should 
Ss are 
)-item 
e the 
ns of 
ached 
us, it 
vefore 
gross 
vever, 
e any 
erage. 
to be 
‘ience 
sheet 
imple 
dera- 

and 
pera- 
ere is 
gross 
tribu- 
wing 
iyroll 
1 has 
us, a 
tail- 
sured 
nsur- 


hasis 

the 
nvery 

the 
most 
ecific 
reful 
king 
id of 
nted, 
tion, 
ation 
con- 

en- 


ges 
1 by 
eles, 
r of 
Cali- 
arry 

the 


cas- 
alti- 
sion 
rcell 
tern 














July 11, 1958 






THE EASTERN 











UNDERWRITER 


Page 27 








Assistant Manager Arson 
Dept. of National Board 


BRENDAN P. BATTLE 

The National Board of Fire Under- 
writers announces appointment of Bren- 
dan P. Battle as assistant manager of 
the arson department. Mr. Battle, who 
has been supervising agent of the arson 
department for a number of years, joined 
the National Board in September, 1945. 
A specialist in the detection and in- 
vestigation of arson he will work directly 
under the supervision of A. Bruce Bie- 
laski, NBFU’s arson chief and former 
head of the FBI. 

For years Mr. Battle has been aiding 
authorities in the investigation of arson 
cases arising in the Eastern and South- 
ern states—from Maine to Texas—and 
he has also supervised inland marine 
investigations in all parts of the coun- 
try. 

3efore joining the National Board, 
Mr. Battle was an assistant football and 
track coach at Manhattan College, and 
from 1941-1944 a special agent for the 
FBI, During World War II he was with 
the security section of the OSS and was 
the first agent assigned to the 
“Amerasia”’ case. 

Mr. Battle is the co-author with Paul 


B. Weston, an inspector of the New 
York Police Department, of a book 
on detection and investigation titled 


“Arson.” 





Equity General Sold to 
Colorado Enterprises 


ee of Equity General Insurance Co. 

Allied Colorado Enterprises of Den- 
ver by American Title and Insurance Co. 
and a group of Swiss companies has 
been announced by Joseph Weintraub, 
American Title chairman. The consider- 
ation involved was approximately $2 
million. The change of ownership was 
effective May 27. Equity General is a 
fire and casualty company founded in 
1950, 

\merican Title announced last Decem- 
ber that it was retiring from the fire 
and casualty business and would confine 
its operations to title insurance business 
exclusively. Its fire and casualty busi- 
ness was transferred to a subsidiary, 
Reliable Insurance Company of Day- 
ton, and Equity General. At that time, 


it was planned to merge these two 
re and casualty companies effective 
June 30. 





MARTENS PERSONNEL DIRECTOR 
North British Group announces ap- 
Pointment of Harry Martens person- 
nel director succeeding James S. Clancy, 
resigned. Mr. Martens is a ” graduate 
of Bethany College, holds a Master of 
Arts Degree from New York Univer- 
Sity’s Graduate School of Business Ad- 
ministration, and has also attended the 
Insurance Institute of America. 





famous — 


St. Paul Not to Move 
Home Office to Suburbs 


St. Paul Fire & Marine Insurance Co. 
has decided not to follow the trend of 
some large insurance companies which 
have moved their general offices to the 
suburbs. After a long study, the St. 
Paul has decided to remain in its pres- 
ent location in downtown St. Paul, 
Minn. 

President A. J. Jackson said the deci- 
sion was made after studying recom- 
mendations made by an independent 
Chicago firm. “One factor,” he said, 
“is that additional floors can be added 
to the present home office building. An- 
other factor leading to the decision not 
to move is that the company has ac- 
quired additional parking space, helping 
to solve a difficult downtown problem.” 





Lindsey Retires From 
ery City F. & M. 


Adrian H. “Ad” Lindsey, Kansas City 
Fire and Marine state agent in Kansas 
for 20 years, is retiring to operate the 
family lumber business in Lawrence, Kan. 

One of the most widely-known field- 
men in the Missouri Valley, Mr. Lind- 
sey’s business career has been almost 
equally divided between sports and in- 
After graduation from the Uni- 


surance, 
versity of Kansas and the University 
of Oklahoma, he became athletic coach 
at K.U. Three years later, he moved 


to Bethany College in Lindsborg, Kan., 
to head up the athletic department and 
serve as football coach. His success at- 
tracted the attention of Oklahoma, and 
for the next four years, until 1931, he 
was head football coach for Oklahoma 
University. In 1931 he moved back to 
the University of Kansas and remained 
there as head coach until affiliating with 
the Kansas City Fire and Marine in 
1939. 





Directors and Officers 
Of Holland-America 


The annual meetings of stockholders 
and directors of the Holland-America 
Insurance Co. were held in Kansas City, 
Mo. The directors were reduced from 
nine members to seven and the follow- 
ing were elected: 

H. E. Sayre, chairman, Los Angeles; 
D. Quint, vice chairman, The Hague, 
garage Hi J. 2080; San Francisco ; 

. A. Hall, San Francisco; L. -M. Reu- 
str New York; David T. Beals, Kansas 
City; Edward A. Smith, Kansas City. 

The following officers were elected: 
Mr. Toso, president; Mr. Hall, L. J. 
Spear Ais Ye Blair, T. D. Kelley, 

Edward B. Reid, vice presidents; | Se. oe 
Platt, treasurer; Cv Crippen, assistant 
treasurer; Mr. "Smith, secretary; R. G. 
Evans, and Don J. Tanner, assistant 
secretaries. 





Watson Succeeds O’Beirne 
With Aetna at Atlanta 


E. N. O’Beirne, manager of the south- 
ern fire department of the Aetna Cas- 
ualty and Surety and the Standard Fire, 
and George J. Olson, manager of the 
Chicago brokerage and service depart- 
ment, retired June 30. 

Mr. O’Beirne was succeeded as head 
of the companies’ southern department, 
which has its headquarters at Atlanta, 
by M. N. Watson, former assistant man- 
ager. Mr. Olson’s duties were assumed 
by Paul E. Olson, manager of the Cook 
County department. 

Mr. O’Beirne became associated with 
the Aetna organization as general agent 
in 1912 and has served for the past 37 
years as manager of the southern fire 
department. He is a former president 
and chairman of the executive committee 
of the South-Eastern Underwriters Asso- 
ciation. George Olson has had more 
than 33 years’ service with the com- 
panies and had been head of the broker- 
age department since 1935. 


Hartford Fire Claims 
Office at New London 


A new claims office of the Hartford 


Fire Group opens at New London, Conn., 
on July 1. It is the eighth Hartford 
Group claims office in Connecticut. The 
New London office (located in the De- 
wart Building at 302 State Street) is 
managed by Frank R. Aikin, Jr. 
Associated with the Hartford Accident 
and Indemnity for 25 years, Mr. Aikin 


has served at company offices in Hart- 
ford, Boston, Youngstown, Ohio; and 
at Springfield, Mass. For several years 
he has been resident adjuster in the New 
London area. Mr. Aikin attended Trin- 
ity College and studied law at North- 
eastern University. 

Robert N. Farrell also has been as- 
signed to the new office. For three years 
he has been an adjuster for another in- 
surance company. A graduate of Bryant 
College, Mr. Farrell also was graduated 
from the University of Rhode Island’s 
School of Business where he majored in 
insurance. 





YOU'RE 
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. . . Service is one of the most worked over—and overworked—words in the 
insurance business. Yet when it is put into practice and not merely talked 
about, it is also one of the most valuable. Service is primarily what you 
have to sell, and your clients have a right to expect it. Similarly, you have 
a right to expect service from the home office and from the special agent 
who calls on you. With PLM you get it. That’s why we believe you’d be 
profitably happy representing PLM. Why not drop us a line. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance”’ 


pilm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building. ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 
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Cotton On All Risk Coverage And 
The 


coverage and “the trouble- 
some exclusion” were the subjects of a 
paper presented by Bert Cotton of the 
well known New York law firm of Rein, 
Mound & Cotton at the annual meeting 
of the Loss Executives Association at 
Manchester, Vt. This exclusion, which 
appears in the Homeowners C and the 
‘All Risks” fire forms read as follows: 

“This policy does not insure against 
loss by termites or other insects; wear 
and tear; deterioration; smog; smoke 
from agricultural smudging or industrial 
operations; rust; wet or dry rot; mould; 
mechanical breakdown; settling, crack- 
ing, shrinkage, or expansion of pave- 
ments, foundations, walls, floors, or ceil- 
ings; unless loss by fire, smoke (other 
than smoke from agricultural smudging 
or industrial operations), explosion, land- 
slide, collapse, water damage, or glass 
breakage ensues, and this company shall 
then be liable only for such ensuing 
loss.” 

Mr. Cotton states that “I hold a some- 
what pessimistic view as to the strength 
and usefulness of the paragraph. It is 
my feeling that for the most part the 
exclusion can serve only to absolve the 
insurer of liability for the object or por- 
tion of the premises which has itself 
disintegrated because of termites, or be- 
cause of wear and tear and deterioration, 
or because of rust, rot or mould. The 
insurer can expect to be relieved of 
liability for the mechanism which itself 
breaks down, but should not be too hope- 
ful with respect to damage caused by 
some independent event which the 
mechanical breakdown brings into oper- 
ation. It would be my impression that 
if more is expected of the exclusion its 
language will have to be drastically 
changed to spell out with greater em- 


All risks 


phasis exactly what we desire to 
achieve.” 
Mr. Cotton presents his arguments 


for reaching this conclusion in part as 


follows: 
Few Court Decisions on New Clause 


“It would be well to make it clear at 
the outset that a great number of ques- 
tions will be raised but few answers will 
be ventured. The lack of answers is due 
to the fact that the paragraph is rela- 
tively new and hence reliable court 
interpretations is virtually non-existent. 
To suggest answers based on cases deal- 
ing with exclusions which might be con- 
sidered analogous, or based on general 
principles of insurance law, is possible 
to a limited extent, but if carried too 
far can be misleading because of certain 
peculiarities in the exclusion which would 
lead to one result under one principle 
and the opposite result under another. 

“We start with a policy which covers 
‘all risks of physical loss.’ Without any 
express exclusions whatever, this type of 
coverage is nevertheless restricted to 
loss or damage which is fortuitous or 
accidental. There is no liability for that 
which must necessarily happen in the 
ordinary course of events due to natural 
causes or to some inherent characteristic 
of the insured object. 

“To illustrate briefly, the loss of an 
opal which cracked from an inherent 
defect or a tendency of its own, and 
without the operation of any extraneous 
force, was held not recoverable under an 
all risks policy which contained no 
exclusion against such an event. (Chute 
v. North River Ins. Co., 172 Minn. 13, 
214 N. W. 473.) The theory was that the 
cracking was inevitable because of the 
nature of the object, which contained 


within itself the force which was ulti- 


“Troublesome Exclusion Clause” 


mately bound to destroy it. Since in- 
surance is for the purpose of assuming a 
risk, i.e., the possibility of loss or damage 
by an ‘outside event of a calamitous 
nature which may or may not take place, 
it cannot be called upon to pay for 
damage which develops of its own 
motion in the normal and_ ordinary 
course of events. It would thus seem 
reasonably clear that the homeowner 


has no claim for the cost of repainting 


the exterior of his house because the 
paint has begun to chip and peel after 
five years. Nor can he collect under a 
Homeowners C because the cuffs of his 
jacket become frayed or the seat of his 
pants shiny. 

“In view of recognition by the courts 
of distinction between damage caused 
by a fortuitous outside event, a_ risk, 
and damage caused by the insured ob- 
ject’s inherent susceptibility to certain 
normal conditions, it would seem clear 
that no express exclusion of that which 
would not be insured in any event need 
be incorporated in the policy. We find, 
however, that our clause excludes loss 
by ‘wear and tear; deterioration; rust; 
wet or dry rot; mould; settling, "crack- 
ing, shrinkage, or expansion of pave- 
ments, foundations, walls, floors, or 
ceilings.’ 


Wording Seems Unnecessary 


“By and large these words seem to 
decribe natural decay processes which 
would not be considered risks within 
the legal meaning of that term. There- 
fore, even without this exclusion, the 
insurer should not be called upon to 
pay for the loss of any portion of the 
insured property which disintegrates be- 


cause of wear and tear, deterioration, 
rust, etc. From this it would seem to 
follow that if the intent of the insurer 


were merely to avoid paying for some- 
thing which disintegrates of its own 
motion, the quoted words in the exclu- 
sion would be unnecessary. 

“At this point, we are confronted with 
two rules of construction, one of which 
would lead us in one direction and the 
other in the opposite direction. It is not 
unusual for a contract, whether it be 
an insurance policy or any other kind 
of contract, to put into express language 
that which the law would imply anyway. 
Hence, it cannot be flatly asserted that 
the clause must necessarily be intended 
to accomplish something more than 
merely excluding liability for that which 
disintegrates from natural causes. 

“There is another rule of contract 
construction which requires that some 
meaning and effect should be given to 
all of the language in an agreement, and 
that wherever possible a construction 
which makes certain language unneces- 
sary and meaningless will be avoided. 
Under this rule, we would be brought 
to the conclusion that the only way to 
give some purpose and effect to the 
various exclusions is to decide that the 
objective was to exclude liability for 
resultant damage to objects or portions 
of the premises which might flow as a 
consequence of the natural disintegration 
of some other object or other portion of 
the premises. 

“Stated another way, in order to 
interpret the paragraph in line with the 
rule requiring that it be construed, if 
possible, to add something to the mean- 
ing of the policy, we might say that 
although the excluded items can in some 
sense be regarded merely as a descrip- 
tion of a state of disintegration, they 
can also be classified as potential cause: 
of additional damage to other objects 





\ 





which were in sound condition and un- 
affected by the decay process. For the 
moment, we will adopt this line of 
reasoning to see how far we can go 
without further stumbling. 


More or Less Protection? 


“We therefore come tentatively to the 
conclusion that any further damage 
which is brought about by a chain of 
events sufficient to meet all of the proxi- 
mate cause tests would not be recover- 
able under the policy, even though such 
damage would otherwise be recoverable 
under an all risks policy. However, the 
more expensive Homeowners C and the 
special all risk fire endorsements are 
expected to give greater protection than 
the conventional extended coverage 
forms, an intention which might well be 
thwarted if there were excluded all dam- 
age to sound portions of the insured 
property which results from the dis- 
integration of a decayed object. 

“And so, for example, when the aged 
oil burner suddenly goes beserk and 
fills the house with smoke, the policy- 
holder who carries the less expensive 
fire and extended coverage form would 
collect for the smoke damage whereas 
there would be no recovery under the 
all risks form. Consequently, the exclu- 
sion concludes with a significant proviso, 
more expensive Homeowners C and the 
to wit: ‘unless loss by fire, smoke (other 
than smoke from agricultural smudging 
or industrial operations), explosion, 
landslide, collapse, water damage, or 
glass breakage ensues, and this company 
shall then be liable only for such ensuing 
loss.’ 

“The word ‘ensue’ means to follow, or 
to come as a result of. In this context, 
to have any meaning at all, the word 
‘ensue’ cannot merely mean to follow, 
i.e., to come thereafter in point of time 
without any casual relationship. Obvi- 
ously, it must be construed in terms of 
causation, i.e., ‘loss by fire, smoke 
explosion which is caused by one 
of the forces or conditions excluded in 
the earlier portions of the paragraph. 


Absence of Word “Caused” 


“We should pause here for a moment 
to consider the fact that this exclusion 
does not use the words ‘caused by’ but 
merely says that there is no insurance 
against loss ‘by termites, etc.’ However, 
the line of reasoning which we have 
thus far followed almost requires that 
we read in the word ‘caused’ because 
we have already decided that merely to 
exclude liability for an object which dis- 
integrates because of wear and tear is 
unnecessary since that would not be 
covered in any event. Despite what 
would seem to be the logical necessity 
for this interpretation, we should not 
overlook the fact that here and there, 
in other exclusions in the policy, we do 
find the word ‘caused.’ 

“This circumstance could lead the court 
to invoke the rule that ambiguities are 
to be construed against the insurer and 
to hold that the entire exclusion does 
not apply to the results of the excluded 
forces or conditions, but only to the 
damage to the object which itself was 
the victim of wear and tear, deterioration 
or rot. However, we will for the moment 
stick with our logic which thus far 
created a reasonably clear-cut analysis 
and appears to give us a clause which 
should cause us very little trouble. 

“We are now brought to the point 
where we must put our neat and simple 
contruction to certain tests. We exclude 
loss by ‘smoke from agricultural smudg- 
ing or industrial operations; unless 
loss by fire, smoke (other than smoke 
from agricultural smudging or industrial 
operations), explosion, landslide, collapse 
of buildings, water damage or glass 
breakage ensues...’ It seems clear that 
smoke from smudging or industrial oper- 
ations can cause the insured property 
to become black and very dirty. It is 
virtually impossible to envisage such 
smoke as the cause of any of the enu- 
merated perils in the concluding portion 
of the paragraph. It would seem, there- 
fore, that we have found at least one 
excluded risk which could not, in the 
ordinary course of events, start a chain 
of causation which could bring other 


perils into play. 

“We would have similar 
‘smog.’ With sufficient imagination 
could, of course, match many of 
exclusions in the first portion of the 
paragraph with one or more of the 
named perils in the last portion, but in 
no case does it seem possible for each 
to be a potential cause of all of the 
ensuing perils. Presumably, termites 
could destroy wood members of the 
building so that it is caused to collapse, 
mechanical breakdown could cause ex- 
plosion, water damage or glass breakage, 
the settling of pavement could con- 
ceivably dislodge the support of a mass 
of earth and cause a landslide, and rot 
could be the cause of the collapse of 
building. However, the matching process 
becomes a labored one and, as any in- 
surance lawyer will tell you, the moment 
you begin to labor in the process of 
developing the meaning of a policy pro- 
vision upon which the insurer would 
like to rely, you are courting disaster. 


Neat Construction Shaken 


“Our neat construction of the para- 
graph as a series of uninsured causes 
of loss, exonerating the insurer not only 
with respect to the deteriorated object 
itself but also all other damage caused 
by the deterioration of the object, is 
somewhat shaken. True, if the old and 
decrepit hot water heater gives way at 
the seams, we know that there is no 
obligation to pay for the damage to the 
unit. We also know that if the water 
flows across the cellar floor and ruins the 
vinyl tile flooring in the playroom, we are 
liable for the flooring because water 
damage ‘ensued.’ But if the bottom of 
the old oil tank yields to 20 years of 
rust and corrosion, we owe no indemnity 
for the tank, but we may raise a ques- 
tion as to our liability for the flooring 
in the playroom since the damage was 
by oil and not by the named peril, water. 

“Perhaps the acid test of whether the 
exclusions should be regarded as causes 
of loss would be a case somewhat as 
follows: An automobile is parked on 
an incline with its brakes properly set. 
A rod or bolt gives way, releasing the 
brake. The car rolls down the hill and 
ends up in the insured’s living room. 
The building damage was caused by 
mechanical breakdown. To the extent 
that there was glass breakage we have 
no problem, because that is an enu- 
merated exception. The real question, of 
course, is whether or not there is lia- 
bility for the remaining damage. Under 
our preliminary analysis, we would have 
to say that there is no liability, and some 
courts might so hold. It is very probable, 
however, that other courts would come 
to a contrary result. 

“We exclude loss by wet or dry rot. 
A neighbor’s neglected tree has been 
eaten away near its base by rot. It finally 
falls in the direction of the insured’s 
house and demolishes a good portion of 
the roof. From the point of view of 
causation, it is reasonable to say that 
a court should find that the rot was 
the proximate cause of the damage to 
the roof, just as a windstorm which 
topples a tree on to a house is the cause 
which entitles the insured to recovery 
under the extended coverage peril. If 
our exclusion means what we first found 
it to mean, then there should be no lia- 
bility for the damage to the roof. Never- 
theless, in this case it is safe to say 
that many, perhaps most courts would 
grant recovery.” 

(To Be Concluded) 
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Lever Bros. Distributors 


For Air-Wick Products 


William H. Wheeler, president of Air- 
kem, Inc., announced that arrangements 
had been completed for transfer of 
distribution rights and trademarks of 
Air-Wick products to Lever Brothers. 
Lever Brothers will distribute the Air- 
Wick line of room deodorizers in the 


United States, its territories and in 
Puerto Rico for home use. 

Airkem, Inc., will continue to supply 
the basic ingredient for Air-Wick. 
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4,000 Attended Nationwide’s Big 
Three-Day Convention In Columbus 


Heard Nationwide’s Pres. Murray D. Lincoln, NAII’s Vestal 
Lemmon, Economist Arno Johnson; Billion Dollars Untapped 
Auto Premiums; Package Policies for Small Retailers 


The first company-wide convention of 
Nationwide Insurance in seven years, 
held in Columbus (O.) June 29-July 1, 
was attended by over 4,000 persons. It 
was reported as the biggest convention 
in the company’s history. 

The future of the national economy in 
general, and of insurance in particular 
were discussed. Vestal Lemmon, general 
manager, National Association of Inde- 
pendent Insurers, declared that insur- 
ance is “on the threshold of a great 
new era—an era of opportunity unlimited 
for the nimble, alert, aggressive com- 
panies which have the ability to think 
and plan ahead of the times.” | 

Arno H. Johnson, vice president and 
senior economist for J. Walter Thomp- 
son Co., said that insurance industry 
must be prepared for a tremendous ac- 
celeration of the American economy 
which will mean rapid changes in mar- 
kets, purchasing habits and consumption 
desires of people, as well as in their 
life insurance and savings and invest- 
ments. ; 

Attendance at the convention included 
2,000 top-producing agents, more than 
1,800 wives and children, and approxi- 
mately 350 field management people 
from outside the home office city ot 
Columbus. 

In addition to Messrs. Lemmon and 
Johnson, other speakers included Nor- 
man Cousins, editor of the Saturday 
Review; Hal Nutt, director of the 
Purdue University Life Insurance Mar- 
keting Institute; Murray D. Lincoln, 
president of Nationwide, and other top 
Nationwide executives. é 

The program included simultaneous 
receptions in two large hotels for eastern 
and central zone personnel, baby-sitter 
service and movies for the children, a 
stvle show for the ladies, tours of the 
home office and a stage show and dance. 
Nationwide officials described it as the 
most successful sales gathering 1n the 
company’s history. 

Remarks of Vestal Lemmon 

Mr. Lemmon, discussing the trend 
toward more packaged policies, pointed 
to the dwelling package policy as the 
heralder of the new era. More changes 
are inevitable and needed he declared. 
“There is a great need for a multi-peril 
policy tailored to fit the needs of the 
small grocery, the shoe store, the deli- 
catessen, There is,” he said, “no pack- 
age available at the moment to give 
these small operators precisely the cov- 
erage they need. Those that are available 
leave something to be desired from a 
hazard standpoint. 

“Take the owner of a small grocery 
store. He needs a little burglary and 
theft, a little shoplifting, a small bond, 
a little fire coverage, and so on. ; 

Mr. Lemmon believes “there is a big 
untapped market for a multi-peril policy 
designed specifically for these small busi- 
nessmen whose type of operation 1s 
fairly standard throughout the country. 

The speaker then turned to what he 
called “our bread and butter, auto insur- 


ance.” He described the state of this 
Phase of the industry as “controlled 
chaos... for while things are generally 


upset, the industry is moving with direc- 
tion, though at times with all the speed 
of a glacier.” 


He said the business “will have to 
pull the plug of resistance to the unin- 
sured motorist coverage” because it will 
“do much more to solve the problem of 
the economic loss caused by the finan- 
cially irresponsible driver than any com- 
pulsory scheme ever devised. 

“Compulsory insurance, by whatever 
name it may be called, on a national 
scale would be the death .of the auto 
insurance industry as we know it,” he 
declared. 

Mr. Lemmon suggested it might be 
advisable to re-evaluate the automobile 
insurance business. Unless there is a 
significant change in the youthful driver 
experience, it might be necessary to raise 
the present age break of 25 years, to 
27 or 28. 


P.R. and Price-Conscious Public 


Continuing, he said, the industry must 
do something about public resistance to 
necessary rate increases. Again the casu- 
alty industry has no one to blame but it- 
self for the present situation “because its 
public relations over the years, or rather 
the lack of public relations, has contrib- 
uted greatly to the present controlled 


(Continued on Page 30) 
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MOBILE service. 








Introducing A Fine New Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%/, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call 


GLASSMOBILE 


Circle 5-909! 


O’Mahoney’s Reaction to 
Supreme Court Ruling 


SEES DANGER OF NO MAN’S LAND 





Says Thorough Examination of State 
and Federal Law Effectiveness Under 
McCarran Act Needed 





The decision of the United States 
Supeme Court in the two FTC advertis- 
ing cases last week which has the effect 
of restricting the jurisdiction of the 
Commission in the insurance industry, 
clearly indicates in the opinion of Sen- 
ator Joseph C. O’Mahoney, “that there 
is danger of the development of a no- 
man’s land where the public interest is 
not protected by either state or Federal 
laws.” 

Mr. O’Mahoney, who heads the investi- 
gation of the insurance industry now in 
preparation by the Senate judiciary 
anti-trust subcommittee, said the first 
phases ef the public hearings, which he 
hopes to begin before Congress adjourns, 
will be concerned with aviation, marine 
and mail order insurance, although not 
necessarily in that order. 

“The Supreme Court’s decision em- 
phasizes the importance of a thorough 
examination of the effectiveness of state 
and Federal laws 13 years after the 
passage of the McCarran Act,” he em- 
phasized. “In precluding the anti-trust 
agencies from challenging the effective- 
ness of state laws and regulations in the 
insurance field, the Court’s decision 
makes it mandatory for Congress to 
determine whether the McCarran Act 
has achieved its purpose in adequately 
protecting the insurance-buying public 
from monopolistic and other non-com- 
petitive practices.” 

In commenting further upon the effect 
of the Supreme Court ruling, the Senator 
said: 

Where Immediate Inquiry Is Needed 

“An immediate inquiry is needed in 
the areas involving the interstate and 
foreign commerce of the United States 

(Continued on Page 31) 








J. M. McFALL DIES AT 72 





Retired V.P. and General Counsel of 
U. S. F. & G. Had Colorful 30-Year 


Career in Insurance 
John M. McFall, a member of the 
law faculty of the University of South 
Carolina since his retirement in 1950 as 
vice president and chief counsel of 


United States F.&G., died July 2 at 
Union Memorial 
He was 72. 

Born in Greenville, S. C., in 1885, Mr. 
McFall held a B.A. degree from the Col- 


Hospital, Baltimore. 





Bachrach 
JOHN M. McFALL 


lege of Charleston, a master’s degree from 
Columbia University, and a law degree 
from George Washington University. 
For several years before joining U. S. F. 
& G. he taught at the George Washing- 
ton University Law School and later 
practiced law in Atlanta. 

Mr. McFall joined U. S. F. & G. in 1920 
as assistant to the chief attorney whom 
he succeeded in 1928. In 1931 he was 
elected vice president and chief coun- 
sel. A member of the Georgia, South 
Carolina and Maryland Bars and of the 
American Bar Association, Mr. McFall 
for several years served on the faculty 
of the University of Maryland Law 
School. In civic affairs he served on the 
Maryland Commission on Higher Educa- 
tion and the Baltimore County Planning 
Commission. His home was in Ruxton. 

Mr. McFall’s contributions to the in- 
surance industry were notable, particu- 
larly in the period following the Su- 
preme Court’s decision in the SEUA 
case. He represented the Surety Asso- 
ciation of America on the all-industry 
committee and was chairman of the all- 
industry subcommittee on the Robinson- 
Patman Act. He also served as chairman 
of the casualty-surety group of the 
committee appointed by the Governor 
of Maryland to study the state’s insur- 
ance regulations during that period. 

A member of the Society of Colonial 
Wars, Mr. McFall was also a member of 
the Bachelors Cotillion and the Elk- 
ridge Club, both of Baltimore. 

He is survived by his wife, Eulalie 
McLeod McFall; a daughter, Mrs. James 
Corner Fenhagen, II, of Brunswick, Md., 
three grandchildren, and a brother, Ad- 
miral Andrew C. McFall (retired) of 
Ponte Vedra, Fla. 





Minnesota CPCU Officers 


New officers of the Minnesota Chap- 
ter CPCU are: President, John H. S. 
Jamieson; vice president, Joseph J. 
Joyce; secretary, Robert E. Armstrong; 
treasurer, Richard Franzen; directors, 
Eino Krapu, Frank Howard, Clarence 
Pederson, Kenneth Hough and Donald 
Kruger. 
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Nationwide’s Three-Day Convention 
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chaos.” He pointed out that people are 
becoming price conscious. They are be- 
ginning to realize that they may spend 
more in one year for insurance on their 
car than they spend on gasoline. 

Far from automobile insurance having 
reached saturation point, Mr. Lemmon 
said that at least 20% (or 10 million) 
drivers are uninsured. At a conservative 
estimate of $100 average premiums this 
represents a billion dollars in untapped 
premiums. 

Mr. Lemmon said that the future of 


casualty insurance in general is terrific. 


chasing habits and consumption desires of 
people, as well as in their levels of life 
insurance and savings and investments. 
“~— gg 0 Between Saving & Spending 

Johnson queried if insurance in- 
Ph si is prepared for this velocity of 
change in the American way of life. 
He remarked: “A growth in savings 
and investment is just as much a part 
of an expanding standard of living as 
the growth in personal consumption. 
Somehow there has been spread a false 
concept that saving is in conflict with 
spending, or consumption. Actually, the 





Ralph H. Wilson (left) of Burlington, Vt., accepts President’s Trophy from 


Murray D. Lincoln (center) Nationwide’s president. 


At right, Henry J. York, 


High Point, N. C., holds “Man of the Year” trophy which he has won for third 


straight year. 


“Our problems are not insurmountable. 
They are the problems of a dynamic, 


changing industry, adjusting to the 
tempo of the times. They are growing 
pains, not death throes. They are 
heightened by our national economic 


picture of a recession in the middle of 
an inflationary cycle. 

“Selling is not only the solution to the 
problems of an economic recession, but 
also the solution to many of the prob- 
lems of any business going through a 
period of change. When the chips are 
down the ability of any insurance com- 
pany to come through a period of ad- 
justment depends upon the ability of 
its agents, the ability to consumate a 
sale now.” 

Arno Johnson, economic expert of the 
J. Walter Thompson Co., said the nation 
“must accomplish greater improvements 
in total living standards during the next 
12 years than in the previous 200 years 
from Colonial times to 1940.. We must 
increase our total sales of goods and 
services to consumers by over 60% within 
the next 12 years if we are to keep pace 
with our increasing productive ability. 

“By 1970 total production of goods 
and services in the United States should 
grow to over $700 billion in terms of 
1957 prices compared with $434 billion 
in 1957. This is a conservative estimate 
of the growth in productivity. 

“To support this minimum $700 billion 
production economy, which we can and 
must have by 1970 to avoid general un- 
employment and under-utilization of our 
productive ability,’ he declared, “we 
must add to our level of sales to con- 
sumers the huge amount of about $170 
billion (a 60% increase up to a total 
personal consumption of $450 billion by 
1970, compared with the $280 billion level 
in 1957). 

“That’s the equivalent of adding a total 
that exceeded our entire prewar 1940 
total consumption on top of our present 
high standard of living. 

“Our total standard of living must 
surge upward by over 60%, that means 
rapid changes in markets and in the pur- 


two can and must grow together along 
with higher productivity. 

“The revenue from increased produc- 
tion makes possible increased savings— 
but we must have the expanding con- 
sumer demand to support the higher 
production and make possible increased 
productivity. 

“While discretionary income is_ six 
times the prewar level and savings have 
kept pace with the increase, insurance 
purchases haven't. 

“In 1939 the $3.8 billion premium in- 
come of life insurance companies repre- 
sented 17% of discretionary spending 
power, while in 1957 the share of dis- 
cretionary spending power devoted to 
life insurance dropped to about 8.5%— 
half the prewar level. 

“This should be a challenge to sales- 
manship and a stimulus to consideration 
of advertising as an aid to selling.” 





Elect H. G. Kemper to 
Federal Mutual Presidency 


Hathaway G. Kemper has been elected 
president of the Federal Mutual, suc- 
ceeding James S. Kemper, who retains 
the office of chairman. Other newly 
elected Federal Mutual officers are John 
A. Mills, vice president, and O. Cameron 
Moffatt, assistant treasurer. 

Hathaway G. Kemper recently was 
elected chairman of two other Kemper 
Insurance Group divisions—Lumbermens 
Mutual Casualty and American Motor- 
ists. He is president of another affiliate, 
American Manufacturers Mutual. a 

eS ~ 


Mr. Mills, native of Antwerp, 
gium, has been with the Kemper or- 
ganization since 1920 and currently is 


manager of the group’ s statistical de- 
partment. He is vice president and actu- 
ary of Lumbermens, American Motorists 
and American Manufacturers. : 

Mr. Moffatt is head of the companies’ 
fire division, accounting and statistical 
department. He is treasurer of American 
Manufacturers, 


70% Of Holiday Traffic Victims 
Were Innocent Kemper Survey Shows 


A study made by the Kemper Group’s 
Central Automobile Safety Committee 
reveals that 70% of those killed or in- 
jured in fatal auto accidents during the 
three-day Memorial Day weekend were 
innocent victims of drivers who violated 
traffic laws. The study was made in co- 
operation with 43 state police and high- 
way safety departments. 

Hathaway G. Kemper, chairman of the 
Kemper Group, in a letter to Governors 
of all states commented: “I wish the 
study could prove that traffic law viola- 
tors killed only themselves. Unfortu- 
nately, the figures reveal that, disre- 
garding 58 violating drivers who killed 
only themselves, the other 116 violating 
drivers killed or injured 415 persons— 
3.58 innocent victims for each violating 
driver killed or injured. 

“Thus, at least three out of four 
Memorial Day traffic casualties were in- 
nocent victims—other motorists, passen- 
gers or pedestrians,” he said. “Obvious- 
ly, the impression that accidents always 
happen to the other fellow is a fallacy.” 


Apply Without Discrimination 


The Kemper committee declared in its 
report: “Enforcement agencies can per- 
form their appointed tasks only if they 
have uniform and realistic traffic laws 
and complete public support, with these 
laws backed by suitable penalties, ap- 
plied without discrimination to every 
motorist and pedestrian who violates a 
law. 

In the final analysis, if we are to 
save lives on our streets and highways, 
“every motorist and pedestrian must 
know traffic laws, accept strict and im- 
partial enforcement of realistic laws and 
insist on sev ere pené ilties for all who vio- 
late the law.’ 

Forty of these states reported 267 fatal 
accidents, 219 of them involving a traffic 
law violation. The 174 violating drivers 
killed or injured in these accidents rep- 
resented only 29.5% of the total killed 
and injured. 

Four hundred fifteen innocent vic- 
tims—70.5% of the total—were killed or 
injured in these same accidents. 

Mr. Kemper pointed out that although 
five states did not have time to prepare 
accident reports in time for the survey's 
publication date, “actuaries agree that 
this is 2 scientific sampling of the na- 
tional picture.” 

Mr. Kemper pointed out that the sur- 
vey did not take into account the thou- 
sands of persons injured in those acci- 
dents in which no one was killed. Nor 
could it begin to consider the hundreds 





Five Cos. Join C. & S. Assn. 


Five additional companies have been 
elected to membership in the Association 
of Casualty & Surety Companies as fol- 
lows 

Birmingham Fire & Casualty Co., the 
Continental Insurance Co., Fidelity- 
Phenix, Niagara Fire and Royal General 
of Canada. The last four named are the 
remaining companies of the America 
Fore and Loyalty Groups which were not 
members of the association at the time 
of the merger of the two groups. Total 
membership is now 136 companies. 





JOINS SURETY ASSOCIATION 

The American Central of New York, 
member of the Commercial Union-Ocean 
Group, has been elected to membership 
in the Surety Association of America. 
Two other members of the group, the 
Ocean Accident and Columbia Casualty, 
have been active members for many 
years. This brings association member- 
ship to a total of 83 insurance companies 
engaged in fidelity, surety and forgery 
bond underwriting. 


of thousands of dollars wasted in dam- 
age to property.” 

He told Governors: “We believe no 
further proof is necessary to convince 
the public—drivers, passengers and 
pedestrians—that lives will be saved only 
if we can achieve complete compliance 
with strict and impartial enforcement of 
realistic traffic laws.” 

The recent Memorial Day weekend 
was selected as a base for this study, 
he said, because (1) traffic accident re- 
ports could be checked and requested 
information provided more easily and 
quickly by state officials; (2) the pub- 
lic had been warned repeatedly of the 
probable number of persons to be killed 
on the highways; (3) there was a repre- 
sentative cross-section of driver types 
on the highways; and (4) weather condi- 
tions were expected to be uniform across 
the United States. 

The report also confirmed for the third 


successive year, “that a law violation is 
involved in nearly nine out ten fatal 
traffic accidents.” 


Violations Cause 88% Accidents 


A 1955 study made by the Kemper 
Group showed an &8&@% incidence of traftic 
law violations in ail fatal ace:dents and 
a state-by-state Labor Day weekend sur- 
vey made last year showed 87.9% of all 
fatal accidents involving a traffic law 
violation. 

The 40 states reporting Memorial Day 
weekend fatalities had 267 accidents with 
330 fatalities. Eliminating accidents w th 
unknown causes, 219 accidents resulted 
in 281 deaths attributed to a traffic law 
violation—87.0% of the total accidents 
from known causes, Mr. Kemper pointed 
out. 

Of the remaining 49 fatal accidents, 
42 were due to a driver error or defec- 
tive equipment and seven were classified 
by reporting officials as “cause un- 
known,” he said. 

Reports from the various states con- 
firmed that excessive speed, including 
speed too fast for conditions, was the 
number one killer, causing 106 fatalities 
—32.1% of all fatalities. 


“Alcohol ranked a close second as 
the cause of fatal accidents,” Mr. 
Kemper said. Drivers under the influ- 


ence of alcohol were involved in_acci- 
dents causing 66 fatalities—20% of total 
fatalities. 

State reports also showed a material 
increase in the number of fatal accidents 
by drivers failing to yield the right-of- 
way and by drivers on the wrong side 
of the road. 








Greenwald Promoted by 
N. Y. Mutual Casualty 


The appointment of Richard Green- 
wald as production manager of agency 
and brokerage sales for New York Mu- 
tual Casualty was announced last week 
by William F. Dowling, president of the 
company. Mr. Greenwald has been as- 
sociated with the company over ten years 
and is highly experienced in compensa- 
tion and general liability underwriting. 

Prior to entering insurance he was 
engaged in research work in economics 
and _ statistics. His knowledge in_ this 
field is a direct result of intensive work 
in such activities as the OPA and Vet- 
eran’s Service research projects. He 
aided in the publication of a three vol- 
ume study in the economics of cartels 
and monopolies under the sponsorship 
of the Twentieth Century Fund. 


JACK PLYMPTON PROMOTED 

Jack Plympton, who joined Standard 
Accident in February, 1958, has been 
promoted to bonding field representa- 
tive in the Cleveland branch office. His 
previous connections were with United 
States F. & G. and Fidelity & Casualty 








with which company he started in 1953 § 


as bond special agent. 
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0’Mahoney’s Reaction 


(Continued from Page 29) 


where the states under the Federal Con- 
stitution have no authority. The Supreme 
Court in its decision specifically recog- 
nized the existence of this area in the 
field of interstate and foreign commerce 
when it declared: 

‘Whatever may have been the intent 
of Congress with regard to interstate 
insurance practices which the states can- 
not for constitutional reasons regulate 
effectively, that intent is irrelevant in 
the cases before us.’ 

“Pursuant to authorization from Sen. 
Estes Kefauver, chairman of the Anti- 
trust and Monopoly Subcommittee, | 
have directed the staff to assemble data 
in the aviation, marine and mail order 
insurance businesses. These are three 
phases of the industry which are clearly 
in interstate and foreign commerce and 
not effectively covered by state laws. 
It is important that the public be in- 
formed of the manner in which such 
insurance business is conducted. 

“One thing seems to be necessary in 
the light of the (Court's) decision, 
namely, a re-ex xamination of the manner 
in which the proviso in Section 2(b) of 
the McCarran Act sought to retain the 
applicability of the Sherman, Clayton 
and Federal Trade Commission Acts 
to the business of insurance... . 

“It will be noted that the proviso uses 
the word ‘regulated’ and that the FTC’s 
position before the Supreme Court was 
that there can be no regulation without 
some shainlabes ative action. It is impor- 
tant for the public to know whether the 
Congressional intent to preserve the 
anti-trust laws in the interstate insur- 
ance business has been defeated by the 
enactment of ineffective state laws or 
by ineffective enforcement. In this study, 
| confidently expect the full cooperation 
of the State Insurance Commissioners.” 





NAMED EXECUTIVE SECRETARY 















Robert H. Gott gets Standard Accident- 

Planet Post; Started with Aetna 

. & S. in 1941 

The board of directors of Standard 
Accident and the Planet recently named 
Robert H. Gott, executive secretary of 
the companies. 

Mr. Gott has been connected with the 
insurance business since 1941 when he 
started with the Aetna Casualty & 
Surety in Hartford. In 1945 he returned 
to Detroit as vice president and general 
manager of G-M Underwriters Inc. 

Mr. Gott started with Standard Acci- 
dent in 1949 as a field representative in 
Detroit area. In 1951 he was made pro- 
duction manager of the Detroit branch, 
serving in that capacity until 1954 when 
he was appointed manager of the Cleve- 
land branch office. 

In March, 1956, he was named coor- 
dinator, sales devel opment for the com- 
panies, utilizing his wide background in 
sales and production. 

In October, 1957, he was appointed 
manager of the companies’ newly formed 
advertising and sales department, and 
served in that capacity until his present 
appointment as executive — in 
charge of advertising and sales. 

Mr. Gott is a graduate of Wayne 
State University, and served, during 
World War II, as a captain in the Army 
Air Force. 





Frank W. Munson New Asst. 


Secretary of General Re. 
Frank W. Munson, for the past four 
years an underwriter in the facultative 
department of General Reinsurance 
Corp., has been advanced to assistant 
secretary. 

Prior to joining General Reinsurance, 
Mr. Munson served as an Officer in the 
U.S. Coast Guard. A graduate of Dart- 
mouth College, he began his insurance 
career as a compensation and _ liability 
underwriter in the New York office of 
Maryland Casualty. 


Ins. Law Section Schedule 
For American Bar Meet 


The 81st annual meeting of the Ameri- 
can Bar Association has been set for 
Los Angeles, August 25-29. The meet- 
ings of interest to the insurance, negli- 
gence and compensation section of ABA 
commence August 24. Council and com- 
mittee chairmen will meet that day, and 
a luncheon will also be held. 

The committee on automobile insur- 
ance law will hold a breakfast meeting 
August 25. There will be a _ general 
session at 2 p.m. at which the committee 


on auto insurance law and the com- 
mittee on aviation insurance law pro- 
grams will be presented. 

Various committee breakfasts are 


scheduled for August 26. At a general 
session of the section that morning the 
atomic energy liabilities program will be 
presented. 

A business meeting and the election 
of officers at 2 p.m. will be followed by 
the atomic energy property damage lia- 
bilities program. A reception at 6:30 and 
a dinner dance commencing at 7:30 have 
been scheduled for the Tuesday evening. 

The committee on fidelity and surety 


Mutual Bureau M. & C. Rates 
For Oklahoma and Mass. 


The Mutual Insurance Rating Bureau 
announced revised rates for manufac- 
turers’ and contractors’ bodily injury 
liability in Oklahoma, and for M. & C. 
bodily injury and property damage lia- 
bility in Massachusetts, effective July 9 
in both states. 

The rates for M. & C. BI will increase 
4.3% statewide in Masshchusetts and 
provide for no change of the statewide 
level in Oklahoma. However, in Okla- 
homa the bodily injury rates were ad- 
justed by classification and industry 
group. The revision of M. & C. PD 
liability rates in Massachusetts results 
in no change in overall statewide rate 
level. 

In Massachusetts the payroll limitation 
rules ‘of the M. & C._ liability manual 
have been revised in order to make them 
consistent with the recent changes in 
the comparable rules applicable to work- 
men’s compensation insurance. 





insurance law sponsors a breakfast meet- 
ing August 27. The trial tactics panel 
and the life insurance law program will 
be presented on Thursday morning 
August 28, 
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American Casualty has 
a group insurance pro- 
gram to satisfy every 
one of your clients — 
whether the firm em- 
ploys 10° or 10,000. 
Flexibility, with an eye 
to individual require- 
ments, is always the 
prime objective of our 
group experts. Write for 


details today. 


*15 in Florida 








AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
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AMERICAN CASUALTY COMPANY, Reading, Pa. 
Please send me complete details about GROUP INSURANCE. 
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Successful Selling 
Format Outlined 


FOR AETNA COURSE GRADUATES 





R. W. Squeri on Survey Plans to Un- 
cover Gaps in Protection or Over- 
lapping Coverages 





Richard W. Squeri, a representative of 


the Aetna Casualty & Surety at Bran- 
ford, Conn., outlined a format for suc- 
cessful insurance selling in a talk at 


the recent graduation dinner concluding 
the 170th session of the company’s sales 
course at Hartford. “To most people an 
insurance paper 
which few bother to read and many are 


policy is a piece of 


aware of how much it 


so the agent must paint vivid word pic- 


only by costs, 


tures of what the policy will do in time 
of need,” he said. 

Mr. Squeri praised the various Aetna 
survey told the graduates 
“they really do work,” pointing out that 
based on his experience the agent may 
expect to uncover at least five instances 
of gaps in protection or overlapping 
coverages. 

“With these plans there’s little need 
for high pressure selling,” he continued. 
“They do the work for you, showing the 
prospect the risks to which he is exposed 
and pointing out the coverages required. 
Experience has shown that the prospect 
then will almost always decide himself 
that he needs the protection.” 

Mr. Squeri stressed that because pros- 
pects are quick to recognize the value 
of the Aetna plans, they represent a 
service which can prove most effective in 
meeting cut-rate competition. 

Accident insurance should be 
the agent’s biggest lines, Mr. Squeri 
pointed out, because the cost is low 
and “people see the policy go to work 
for them so often.” 


Outstanding Students 


The 170th class was led by William 
H. Harrison of Ft. Worth, Tex. Other 
blue ribbon winners for high scholastic 
standing were Jerry D. Whitten, Dun- 
can, Okla., Donald J. Tick, New York 
City, Harold A. Mouk, Jr., Monroe, La., 
William A, LaPointe, Unionville, Conn., 
and Walter H. Joyner of Park Forest, 
Ill. Gold ribbons for demonstrating out- 
standing soliciting techniques went to 
E. Merritt McDonough, Hartford, Conn., 
Paul R. Startup, Nashville, Tenn., Felix 
Fedor of Cleveland, Ohio, Baker Wil- 
helm of Los Angeles, and Messrs. Har- 
rison, Whitten, LaPointe, and Joyner. 


plans and 


one of 





Standard Accident 1957 
Merit Award Presented 


The New England branch of Standard 
Accideni was recently awarded the com- 
pany’s Merit Award for its 1957 opera- 
tions. L. K. Kirk, emaiagge presented 
the trophy at a luncheon celebration in 
the Parker House, Boston, to V. L. Klop- 
penburg, resident vice president. 

The trophy, originated in 1941, is 
awarded annually for the highest effi- 
ciency in operations including volume 
increase, profit, collections, and other 
qualities which contribute to top branch 
performance. 





J. W. May Promoted by 
Aetna Casualty & Surety 


John W. May has been appointed to 
assistant secretary of Aetna Casualty & 
Surety in - accounts department, effec- 
tive July 1 

A graduate of Columbia University 
School of Business Administration, Mr. 
May was connected with Price Water- 
house & Co. and served as assistant 
comptroller at Wise Smith & Co. before 
joining the Aetna organization in 1954. 
A year ago he was promoted to superin- 
tendent of the company’s general ac- 
counts department. 
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Holmes Heads U.S.F.&G. 
Education Dept. at H. O. 


L. B. WOOD PERSONNEL DIRECTOR 








Karl H. Doerre Elected Ass’t Secretary; 
H. T. Williams Now Manager of 
Syracuse Branch Office 





A recent promotion in the U.S.F.&G. 


home office was that of Arthur C. 
Holmes, vice president and personnel 
director, to be director of education and 


management development for the com- 
pany. In this capacity Mr. Holmes will 
coordinate varied programs, both at the 
home office and in the field, ranging 
from general education and training to 
providing background material for man- 
agement development. 


Mr. Holmes’ successor as_ personnel 
director is L. Brent Wood, who has 
been manager at Syracuse since 1952. 


Mr. Wood has been elected a vice presi- 
dent. In turn, Harold T. Williams, 
assistant branch manager there, has re- 
placed Mr. Wood as Syracuse manager. 

Another promotion is that of Karl 
H. Doerre who has been elected assist- 
ant secretary of the company. He was 
named superintendent of the home office 
contract bond department in May. 

Respective Careers 

Mr. Holmes, graduate of Johns Hop- 
kins University and of University of 
Maryland Law School, is a member of 
the Maryland Bar. For several years 
he was associated with a Baltimore in- 
surance agency and later practiced law 
before joining U.S.F. & G. in 1927 in its 
law department. Elected vice president 
and appointed personnel director in 
1947, he reorganized and subsequently 
developed the company’s personnel de- 
partment. 

Mr. Wood, graduate in law of the 
University of Buffalo and a member of 
the Vermont Bar, joined U.S.F. & G. in 
1926 as claim superintendent at Hartford. 
Transferred to the Syracuse’ branch 
office in 1930, he was successively claim 
superintendent, special agent and assist- 
ant manager there. In 1941 he went to 
Cleveland as branch manager, being 
transferred to the home office in 1949 
as associate director of the company’s 
agency department. In 1952 he became 
Syracuse manager. 

Mr. Williams started with U.S.F. & G. 
in 1948 as a fire underwriter at Oklahoma 
City. He was assigned to Syracuse in 
1950 and was successively special agent 
and state agent before being promoted 
to assistant manager in 1953. He holds 
the CPCU designation awarded to him 
in 1956. 





Amer. Casualty Names Men 
For Three New Offices 


Three new offices were opened July 1, 
by American Casualty Co. in Norfolk, 
Va., Memphis, Tenn., and Greensboro, 
N. ( 


The Norfolk office is headed by Rob- 
ert D. Lucas, claim maz anager, who was 
formerly in the company ’s claims divi- 

sion at Richmond. Hunter Stock, field 
representative in the Memphis territory 
will head production at that new office, 
with Jerry A. Copeland in charge of 
claims. Mr. Copeland joined American 
Casualty recently. 

At the Greensboro office Special Agent 
George Feild, Jr. will continue to service 


the territory under the jurisdiction of 
this office. Niles A. Wittaker; has been 
transferred from Charlotte to assume 


the duties of claims manager. 

The company plans to open an addi- 
tional office in Tulsa, Okla., shortly and 
will also have resident adjusters in Rock 
Island, Ill., and Knoxville, Tenn. 


SCRANTON OFFICE OPENED 

A Scranton, Pa., office serving 10 
counties in central Pennsylvania has 
been opened by Aetna Casualty & Sure- 
ty. W. Earl Winski is superintendent 
in charge of this operation under general 
supervision of C. R. Willis, manager, 
Harrisburg office. He had previously 
been bonding superintendent at Pitts- 
burgh. 





Brinkmeyer New President of 
New Haven C. & S. Assn. 


Fred L. A. Brinkmeyer, manager of 
Home Indemnity at New Haven, Conn., 


has been elected president of the New 
Haven Casualty & Surety Association. 

Recently Mr. Brinkmeyer was also 
elected a director of the Southern Con- 
necticut Association of Accident & 
Health Underwriters and chairman of 
publicity for the Blue Goose, Hartford 
Pond. 


RETIRES AFTER 49 YEARS 
Margaret W. Storie, Leonard Agency, 
Detroit, retires this week with over 49 
years of experience in insurance. Miss 
Storie began her insurance career No- 
vember 1, 1908 as a clerk with Standard 
Accident. In June, 1912, she joined the 
Leonard Agency, under the direction of 
Henry M. Leonard. In January, 1938, 

she became a partner in the agency. 


CLAIM ASS’N. ANNUAL MEETING 
The annual meeting of the Interna- 
tional Claim Association will be held 
September 21-24 at French Lick-Sheraton 
Hotel, French Lick Springs, Ind. 
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One good man can make the sale every time—if he’s work- 
ing with Continental Casualty. We have ten separate divi- 
sions, each specializing in a separate part of the Accident 


and Health field. 


When you contact a Continental office or general agent, 
you have at your service the right man and the right policy 
for the particular problem at hand. What’s more, we will 
help you set up sales campaigns that will bring results... 
no fancy theory, just effective down-to-earth selling help. 
Call your nearest Continental office for maximum returns 


on your selling time. 


CONTINENTAL CASUALTY COMPANY 


Home Office: 310 S. Michigan Ave., Chicago, Ill. 


A Member of the Continental-National Group 


Continental Assurance Company « National Fire Insurance Company of Hartford 


Transportation Insurance Company e Transcontinental Insurance Company 








N. Y. SURETY MANAGERS’ ASSN. 





Heard William A. Blackmon, Chairman 
Contractors’ Accounting Committee 
of New York State CPA 
William A. Blackmon, Jr., of Price 
Waterhouse & Co., guest speaker at the 
June luncheon meeting of New York 
Surety Managers’ Association, discussed 
auditing standards and some of the 
auditing procedures that may be em- 
ployed by certified public accountants in 
forming an opinion on the presentation 
of financial position and results of opera- 
tions in a firm’s financial statements 
Mr. Blackmon, who is consultant to 
the American Institute of Certified Pub- 
lic Accountants’ committee on coopera- 
tion with the surety companies, as well 
as chairman of the contractors’ account- 
ing committee of the New York State 
Society of Certified Public Accountants, 
said that while accounting is not an 
exact science, the accountant may not be 
capricious in reporting on a firms finan- 
cial pos:tion but his opinion must con- 
form with accepted accounting principles 
Depending upon his findings, the CPA 
may express either of two kinds of 
opinion regarding financial statements, 
said Mr. Blackmon. These are: an_un- 
qualified opinion as to the over- ~all fair- 
ness of the presentation of the financial 
data in conformity with generally ac- 
cepted accounting principles consistently 
applied; and an opinion qualified as to 
certain items on the financial statements 
or as to the consistent application of 
accounting principles. In some cases he 
may feel that he cannot give an opinion 
under the circumstances, in which event 
he should disclaim an opinion. 
A certified public accountant’s study 
cannot be forced on any firm, Mr. Black- 
but because of the 


mon pointed out, 
lack of qualified personnel within the 
firm it is frequently desirable to have 


a CPA’s report, particularly for sureties 
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and banks who need professional analy- 
ses of financial positions, notably in the 
case of contracting firms applying for 
credit or for performance and payment 
bonds. 

The meeting, which was the final event 
of the spring season, was presided over 
by Samuel M. Williams, Jr., Maryland 
Casualty Co., association president, and 
the speaker was introduced by James 
M. Henderson, Fidelity and Deposit Co. 


Insurance Society Alumni 


Assn. Officers Elected 


The Alumni Association of the In- 
surance Society of New York held its 
annual meeting and banquet recently at 
Churchill’s Restaurant. John P. Dono- 
ghue, of J. C. Griswold & Co., president 
of the Association, presided. Davis  T. 
Ratcliffe of the Insurance Society intro- 
duced the guests of honor, Harold F. 
Gee, vice president, America Fore Loy- 
alty Group, and author of five insurance 
books, and Louis Kortum, educational 
director, American Surety and president 
of Insurance Company Education Direc- 
tors’ Society. Arthur C. Goerlich, dean 
of the School of Insurance, spoke about 
the indispensable part which alumni are 
now playing in schools and colleges. 

Only students who have earned the 
Certificates of the Insurance Society are 
eligible for membership in the Alumni 
Association. Among the members at the 
banquet were men from India, Canada, 
Israel, and Formosa. 

Officers elected for the coming year 
are: Charles F. McCarthy of Atlantic 
Mutual, president; Roderic O. Kreuser 
of Prudential of Great Britain, first vice 
president; Marie L. Duhig of F. K. 
Gaston, Inc., second vice president; John 
D. Kempter of Royal-Globe, secretary; 
Jack Giannelli of New York Under- 
writers, treasurer; William Brown, Jr. 
of American Surety, director; John P. 
Donoghue, director; and Frank E. Tullis 
of H. Mosenthal & Son, Inc., director. 


COMMISSIONER PREMO’S ORDERS 
Insurance Commissioner Alfred N. 
Premo has disapproved the use of a re- 
strictive endorsement on garage liability’ 
policies issued in Conn. by the Universal 
Underwriters, Kansas City, Mo. 
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The New York Court of Appeals in 
the case of Morton v. Maryland Casu- 
alty this week unanimously refused to 
give effect in New York to a Louisiana 
statute which permits an injured party 
to by-pass an insured and proceed solely 
and directly against the liability insurer. 
Here are the facts in the case: 

Morton, the plaintiff, was injured in 
an automobile accident in Louisiana. The 
automobile was insured under a_ policy 
issued in Louisiana to a policyholder of 
that state by the Maryland Casualty. 
Morton brought suit in the New York 
State Supreme Court relying upon a 
Louisiana statute which permits direct 
actions against an insurer in certain spe- 
cified parishes in Louisiana. 

Sharp Conflict 


Prior to the decision by the Court of 
Appeals a sharp conflict existed between 
the state and Federal courts in New 
York. The lower New York State court, 
by a divided bench, declined to enforce 
the Louisiana direct action statute. 
Shortly thereafter, the United States 
Court of Appeals for the Second Circuit 
in Collins v. American Automobile In- 
surance Co., which involved a set of 
facts almost identical with those in the 
Morton case, held that the statute was 
enforceable in the New York courts. 

The New York Court of Appeals, by 
unanimously deciding that the Louisiana 
statute will not be enforced by the 
courts of New York, now has _ finally 
resolved these divergent veiws. 


The Court’s Opinion 
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In the court’s opinion, Justice Des- 
mond declared in part: 

“The Appellate Division, dismissing 
the suit, assigned two reasons for non- 
enforcibility in New York: First, under 
the statute’s language and its interpre- 
tation in Louisiana the venue restric- 
tion to certain parishes is an integral 
part and limitation of the right of action 
and, second, that such a direct action 
against an insurance company is in op- 
position to New York’s public policy of 
eliminating from the jury’s considera- 
tion the fact of insurance (see Simpson 
. Foundation Co., 201 N.Y. 479; Smith 
v, + Majestic Iron Works, 2 N.Y. dd 544). 

“Another argument from public policy 
suggested by the Appellate Division (see 
1A D 2d, p. 126) and urged by defend- 
ant is that under the Louisiana statute 
(see Jackson v. State Farm Insurance 
Co., 211 La. 19; West v. Monroe, 217 La. 
189) the insurer is deprived of some of 
the defenses available to it under New 
York law (see N.Y. Insurance Law, §167, 
subd. 1b; Coleman v. New Amsterdam 
Casualty, 247 N.Y. 271, 275). 

“Of those asserted grounds for non- 
applicability in New York of the Louisi- 
ana statute we shall consider the first 
only since without more it is sufficient 
basis for dismissal. We agree with the 
Appellate Division that, on the face of 
the statute and by its wording and ar- 
rangement, the limitation whereby suits 
may be brought in the appropriate 
Louisiana parishes only is inseparable 
trom the cause of action itself (see 
Miller v. Commercial Standard Insurance 
Co, 199 La. 515). This interpretation is 
strongly supported by Louisiana admin- 
istrative practice. 

“Defendant's policy of insurance con- 
tained the conventional — prohibition 
against direct suits, etc. Despite that 
policy provision, defendant as a condi- 
tion precedent to doing business in Loui- 
Slana was required (La. Rev. Stat., tit. 


a 


ALLSTATE’S TEN YEAR CLUB 

Edward R. Thompson, service man- 
ager of the national accounts office of 
the Allstate, has been elected president 
of Allstate’s Ten Year Club, exclusive 
employes’ organization of those who 
have ten years or more of service with 
the companies. 





N. Y. Court Of Appeals In Morton 
Case Refuses Io Enforce La. Statute 


22, §683, subd. E) to consent to suits by 
persons injured in Louisiana accidents. 
The consent form, prepared and fur- 
nished by the Secretary of State and In- 
surance Commissioner of Louisiana and 
signed by this defendant, gives consent 
to direct suits ‘in the State of Louisi- 
ana. Defendant was never asked to 
agree nor did it ever agree that a direct 
suit could be brought against it else- 
where than in Louisiana. 

“The judgment should 
with costs.” 

The Association of Casualty & Sure- 
ty Companies, the American Mutual In- 
surance Ailiance and the National Asso- 
ciation of Independent Insurers sub- 
mitted a brief amici curiae to the Court 
of Appeals in the Morton case. Watters 
& Donovan, New York insurance law 
firm, were the attorneys for the Asso- 
ciation of Casualty & Surety Companies 
and the National Association of Inde- 
pendent Insurers. Theodore Hetzler, Jr., 


be affirmed, 


was the attorney for the American Mu- 
tual Insurance Alliance. 


Hartford Accident H. O. 


Engineer Post for Kirkham 
John A. Kirkham, III has been ap- 


pointed engineering field supervisor at 
the Hartford Accident and Indemnity 
home office. 

Mr. Kirkham will be responsible for 
engineering administrative work cover- 
ing the company branch office territories 
of New England; Albany, Buffalo and 
Syracuse, New York; Philadelphia and 
Pittsburgh, Pa.; Boston; Washington; 
Bridgeport, Conn., and Baltimore, Md. 

Mr. Kirkham joined the company in 
July, 1948 as an engineer at Baltimore. 
Promoted to senior engineer in 1951 and 
district engineer in 1954, he was trans- 
ferred to Hartford July 1, 1956. 

Mr. Kirkham, a Baltimore native where 
he was graduated from Baltimore Poly- 
technic Institute, received a B.S. Degree 
in Industrial Engineering at Johns Hop- 
kins University. 





F. & D. PROMOTES ROY E. JULIE 

Roy E. Julie, Jr., has been appointed 
manager of the Baltimore office of Fidel- 
ity & Deposit of Maryland. The office is 
under direction of Vice President Owen 


A. Donegan. Mr. Julie was formerly 
assistant manager of the Baltimore 
office. 








for complete information, ad. 

Charles L. Norvell, Director eK Sales, 
The Greenbrier, White Sulphur Springs, 
West Virginia, or inquire of reservation 
Offices at: New York, 17 East 45th 
Street, MU 2-4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 77 West 
Washington Street, RA 6-0625; Wash- 
ington, D. C., Investment Bldg., 

RE 7-2642. 


THE 


Where the convention 
season never ends... 





The Greenbrier offers an outstand- 


ing location for your next conven- 


tion. The newly completed, air-conditioned 
West Wing provides meeting rooms for 
groups up to 1000 and includes such fea- 
tures as a brand new auditorium with a 42 
foot stage, the latest P. A. systems and pro- 
jection equipment, a theater with Cinema- 
Scope screen, and superb arrangements for 
banquets. Don’t overlook either, the mar- 
velous sports and recreational facilities, the 
courteous service, comfortable guest rooms 
and wonderful dining that have made The 
Greenbrier world-renowned as America’s 


Informal Business Capitol. 





WHITE SULPHUR SPRINGS + WEST VIRGINIA 





American F. & C. Names 
Ralph L, Axselle, Sr. 


TO SUPERVISOR OF CLAIMS 








Joined Company in 1947; Distinguished 
Service in World War Ii and 


Korean Conflict 





Ralph L. Axselle, Sr., 
pointed supervisor of claims for Ameri- 
can Fidelity & Casualty, 
a July 1 announcement by 
Andrews, president. His new 
with the insurance company 
specializes in bus and long haul truck 
became effective June 15. 


has been ap- 
according to 
Coleman 
position 

which 


coverages, 
Until his recent appointment Mr. 
Axselle had been claims attorney in the 


home office legal department. He began 
his career with American Fidelity & 
Casualty and its service affiliate, Markel 
Service, Inc., as a claims adjuster in the 
Richmond February 1947. He 
was promoted to claims examiner in 
1949 and called back to active duty with 
the United States Army in Korea in 
August, 1950. Upon his return two years 
later he served as Richmond branch 
claims manager for Markel Service until 
October 1953, when he was transferred 
to the American F. & C. legal depart- 
ment as a claims attorney. 

Mr. Axselle received his education from 
xlen Allen High School, Smithdeal 
Massey College of Law, Hines Business 
College and Richmond In- 
stitute. Before entering insurance he had 
been associated with the Greyhound 
Lines and Virginia Electric and Power 
Co. in Richmond. 

Mr. Axselle served in the infantry and 
artillery also in World War II. He has 
received the United National Service 
Medal and Korean Campaign Medal with 
two battle stars. He is active in the 
Virginia National Guard, holding the 
rank of Major in Artillery, and is now 
executive officer in the 224th AAA G.P., 
Glen Allen, Va. He has served a total 
of 21 years, with nine of those years 
on active duty, and is a member of the 
American Legion. He is prominent in 
community and church affairs in Glen 
Allen. 


office in 


Professional 





ILLINOIS COMPANY SAFEGUARDS 
Gerber Sets Internal Control Standards; 
Co. Securities Information, Employe 
Bonding Required 

Illinois Insurance Director Joseph S. 
Gerber has issued new rules designed 
to set up internal safeguards against 
possible fraud and loss within all Illinois 
insurance companies, non- profit hospital 
service corporé itions and medical and 
health service plan corporations. Mr. 
Gerber pointed out, however, that many 
companies in the state already meet the 


requirements made mz undatory by the 
new order which became effective 
July 1 


The effect of the order is to put into 
all the companies internal controls to 
provide further protection for Illinois 
policyholders. 

The regulations set forth the manner 
of registration of securities owned by 
Illinois insurance companies, the man- 
ner in which they are to be purchased, 
held, and sold. They set up dual con- 
trol requirements for bank balance veri- 
fication and dual signature requirements. 

They further require officers and em- 
ployes charged with the responsibility 
of handling securities or money to be 
covered by fidelity bonds, which Mr. 
Gerber said, has not been a requirement 
in all Illinois companies in the past. 

The regulation with full details is con- 
tained in form XB-585 issued by the 
Springfield headquarters of the Illinois 
Department of Insurance and is signed 
by Mr. Gerber. Governor William B. 
Stratton made the announcement public. 
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Pres. Gail L. Shoup 
Gives Aims of [IAAHU 


IN EIGHT- POINT PROGRAM 
Attention to Legislation, P.R., Better 
Coverages, New Pulse Panel, and 
New Local Assn. Constitutions 


Gail L. Shoup, Lincoln National Life, 
Grand Rapids, recently elected president 
of the International Association of A. 
& H. Underwriters, this week announced 


his eight-point program for IAAHU 
during 1958-59: 

1. A strong and sound position on 
legislation on both the national and state 
level. 


2. A more comprehensive public rela- 
tions pros gram. 

3. Urge sale of well-balanced coverages 
vital to the security and well-being of 
all of our citizens of all ages and occu- 
pations. 

4. Create a new Pulse Panel to gather 
and disseminate vital and important data 
to guide companies, sales managers, 
general agents and salesmen on ways to 
better serve the public and on business 
trends. 

5. Educational program designated to 
help the salesman increase his income, 
prestige and sel! more pertinent cov- 
erages. 

6. Program Development a survey 
and study designed to give the salesman 
more interesting, useful and potent meet- 
ings. 

7. Increase 
three routes—first, by 
associations; second, by increasing the 
membership of the present associations; 
third, by hard- hitting renewal programs. 





membership by 
formation of more 


active 





8. A new model constitution for state 
and local associations. ' 
Mr. Shoup elaborated on these aims 
point by point as follows: 
Legislative Program 
“The International will vigorously 
oppose the Forand bill and all similar 


legislation designed to bring socialized 
medicine. Objectionable conditions exist- 
ing in the world today caused by social- 
ized medicine should challenge each 
member of the International to do his 
best to prevent its entry into the United 
States. The ease and speed with which 
socialized medicine came te Canada 
should be a warning to every association 


member. 
“The International shall be opposed to 
all state cash sickness bills on the 


grounds more flexible and useful cover- 
ages can be furnished cheaper by private 
voluntary enterprise. 

“There has been and will continue to 
be a flood of adverse legislation including 
cancellation and rate regulation needing 
our attention on the national and state 
level. 

“The International will prepare a book- 
let for general distribution to help mem- 
Y bers in their fight to keep government 
from further invasion of the accident 
and health business. The International 
legislative committee has a full and vital 
program to help members to a better 
job. 
P.R. and Sales Coverages 
“The 1958 public relations program will 
be broad and effective. Aim of the asso- 
ciation is to tie in with the important 
work of the Health Insurance Institute 
and the Health Insurance Council. 
“The International executive board 
views with pride the action taken by so 
many companies in the issuance of 
policies with broader coverages. Real 
progress is being made in furnishing 
good coverage to nearly all citizens re- 
gardless of age. 
“TAAHU members are reporting hearty 
public acceptance of coinsurance, deduct- 





GAIL L. 


SHOUP 


ible major medical, as well as coverages 
for impairment and over-age risks. 

“One of the greatest industry advances 
in the past 60 years is the announcement 
made by many companies that fraud 
in the inception of the policy or fraud 
in the claim, constitutes the only justi- 
fication for non-renewal. 

“The right to convert Group hospital 
and surgical coverages is filling a long- 
felt public need. The program will be 
one of encouraging all companies to 
continue to issue needed and balanced 
coverages. 

New Pulse Panel 

“The fourth point is entirely new. It 
provides for the creation of a Pulse 
Panel or Board to gather and dissemin- 
ate important data to guide companies, 
sales managers, general agents and sales- 
men on industry trends and ways to 
better service our citizens. The chairman 
of this committee will set up plans to 
periodically secure the opinion of the 
50-man Pulse Panel of field sales execu- 
tives on such subjects in the area of 
management as selection and recruiting 
career men, field and office training, 
field and office supervision, field and 
home office underwriting, cause of lapses 
with its harmful effects upon the policy- 
holders, salesmen and company. A study 
will also be made of markets and cov- 
erages. 

“The DITC courses will be offered by 
more associations this year under the 

(Continued on Page 35) 


Gifford Testifies 
At D. C. Hearings 


ON S. S. ACT AMENDMENTS 


Says OASI Beneficiaries Should Be 
Allowed to Spend Their Allotments 
for Individual Needs 


The House Ways and Means Com- 
mittee, holding hearings on proposed 
social security amendments in Washing- 
ton last week, heard Bruce Gifford, man- 
aging director, International Association 
of A. & H. Underwriters. 

Mr. Gifford, speaking June 30, con- 
curred with the testimony given June 24 
by E. J. Faulkner, president of Wood- 
men Accident & Life, speaking for the 
Health Insurance Association of Amer- 
ica, E. H. O’Connor, managing director, 


oncom 


BRUCE GIFFORD 


Insurance Economics Society, and other 
industry spokesmen. 

He added some remarks in behalf of 
IAAHU especially on the bill concern- 
ing various proposed benefits for hospi- 
talization, medical and surgical treatment 
and nursing home care to be granted 
to OASI recipients. He said that al- 
though the motives are well intentioned, 
IAAHU opposes the enactment of H.R. 
9467 and similar measures for the follow- 
ing reasons: 

1.“An _ active, expanding, efficient 
mechanism in the form of programs 
offered by companies and service organi- 


zations such as Blue Cross and Blue 
Shield, is presently available. Institution 
of a government sponsored, tax sup- 


ported mechanism would constitute need- 
less duplication, produce overall ineffi- 
ciency, and waste of money. 


2. “Government administered health 
programs in other countries such as 
Canada, England, etc., have had the 


(Continued on Page 35) 





Two exceptional opportunities 


sibilities for growth. 





ACCIDENT AND SICKNESS 
FIELD SUPERVISORS 


accident and sickness—locations Chattanooga and San Fran- 
cisco. Salary opén, commensurate with experience and pos- 


Inquiries will be held in confidence 


communicate with 
JAMES POWELL, VICE PRESIDENT 
PROVIDENT LIFE AND ACCIDENT INSURANCE COMPANY 


Chattanooga, Tennessee 


open as field supervisers of 











LOUISIANA BILL DEFEATED 


House Kills Proposal to Cover Illnesses 
Originating Prior to Date 
of Policy 


The Louisiana House of Representa- 
tives last week, by a vote of 81—5, killed 
the bill of Senator Jasper D. Sparks to 
provide that a policyholder recover bene- 
fits from illnesses originating prior to 
the date of the policy so long as the 
policyholder was not disabled before he 
took out the policy and neither the 
policyholder or medical examiner knew 
of the illness. 

The Senate had earlier passed the 
measure 26—0 and the House judiciary 
committee, as reported here last week, 
issued a favorable report. 

Rep. Algie D. Brown asserted that the 
bill would cause some insurance compa- 
nies to retire from the hospitalization 
field. He said that one company indicated 
it would not continue to write hospitali- 
zation if the bill was passed. Further, 
Mr. Brown said, the bill would cause 
other companies to raise their premium 
rates, perhaps double them. He also re- 
marked that if a person knows he has 
cancer or tuberculosis and takes out 
the policy anyway, the burden to prove 
the policyholder had prior knowledge oi 
the disease would be on the company. 

Rep. George D. Tessier said the bill 
would force companies to call in all their 
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present policies and issue new ones. Rep 
Ben F. Holt charged the bill would re- 
quire applicants to undergo complete 
physical examination at their own ex- 
pense, and if the disease showed up soon 
after the company would have to pay 
He said he did not oppose regulation 
of companies but urged “don’t let’s put 
them out of business. This won’t help the 
people because it will make the rates 
so high a lot of policyholders will have 
to cancel their insurance. 





Hartford A. & I.’s New 
Youth Group Accident Plan 


Hartford Accident & Indemnity re- 
cently commenced writing new plans 
for organized youth groups such as 4-H 
clubs, church clubs, choral and_theatri- 
cal groups. 

For each 


boy and girl in the grou 


and for each adult leader desiring the 
coverage, the Hartford Youth Grow 
Accident Plan provides benefits up t 


$1,000 toward medical expenses stem- 
ming from accidental injuries suffered 
during participation in or attendance 


at supervised activities of the group or 
while traveling to and from such activi 
ties. 

In addition, indemnity of $1,000 is 
given for accidental death, and lump-sum 
benefits ranging from $1,000 to $5,000) 
as specified in the contract, are payable 
for accidental loss of limbs or sight. 

The annual premium cost is $1 for 
each insured member of the Group, in- 
cluding adult leaders or supervisors wh 
apply for the coverage. Those who join 
the group while the plan is in force art 
covered automatically, without additional 
charge, until the next annual renewa 
date. 

Boy 
teams, 


and girl scout units, athletic 
marching bands and similar or- 
ganizations are not eligible for the 
new policy. For these groups, Hartfor! 
A. & I. writes specialized forms of acct 
dent insurance. 





Another Jaycee Honor for 
Mutual of Omaha’s McKenna 


Hugh F. McKenna, supervisor of small 
Group sales for Mutual of Omaha and 
United of Omaha, last week was pre 
sented with life membership in_ the 
Omaha Junior Chamber of Commerce. 
Only nine such awards have been made 
in the 37-year history of the organiza 
tion. 

Mr. McKenna was national president! 
of the United States Junior Chamber 0 
Commerce in 1955-56. He has been as 
sociated with Mutual of Omaha ant 
United of Omaha for over ten years ané 
a Jaycee during all of that time. 
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sed theg benefits in cash to supply a floor of 
udiciaryg protection for our senior citizens. Recip- 
t week § ients of OASI benefits should be allowed 


to continue to spend their allotments 
as their own demands dictate. If there 


that thef @ : “sae é 
is need for health insurance, it is readily 





compa- i 
‘lization§ available for these persons through 
idicatedg Voluntary means, to be purchased in the 
ospitali-g Same manner any other citizen would 
Further, provide for himself. Given the price of 
1 causeg the premium, insurance is available for 
remiumg anyone. A government mechanism can 
also re-§ provide it no cheaper. 
he has Problems of Aged Diminishing 
“a 4. “The problem of health insurance 
edge oi for the aged is rapidly diminishing. 
pany, — Persons who are now in the active work- 
the bill ing force, will by the time they retire 
ll their] have been able to place themselves under 
»s, Rep some form of continuing health insur- 
uld re ance protection... through group con- 
omplete tinuation and conversion, extension of 
wn ex-§ individual coverage, purchase of new 
ip soon Policy, qualification in retired persons, or 
to pay special group, or by ownership oF a 
ulation, paid-up at 65 policy. Those now over 
t's put 65, who are actually indigent or near 
elp them indigent, should be taken care of by 
» rates state and local public assistance. Here 
ll have is another case where various govern- 
ment mechanisms are extant and duplica- 
tion and waste could result by the 


creation of a new government program. 







5. “Future costs are unpredictable. 

Estimates of future costs by Social 
Plan§ Security administration actuaries have 
not been accurate. Already OASI has 
a reached the point of diminishing re- 
as 4-He tu™s—more goes out each year than 
> f comes in. Financing measures proposed 
heatri- in H.R. 9467 and like bills would not 

< to cover the costs of the program. 
grou “The design of health insurance pro- 
ag the Scns has undergone radical change in 
Grou just a few years. Most insurance men 
up (Hh are agreed that major medical, with 
stem-& deductibles and coinsurance, to cover the 
iffered large unpredictable health bills, is the 
dance coming thing. Evidence of this is seen 





Up oF 


EB in the remarkable growth of this form 
activi- 


of coverage in the past 10 years, from 
no persons covered to an estimated 15 
million now protected, with an increase 
of 50 percent in persons covered just 
this last year alone. The program advo- 
cated by H.R. 9467 and similar bills is 
outdated already and will become more 
outdated. By its very nature, the older 
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like major medical will.” 





Value of Sales Competition 
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Concluding his testimony Mr. Gifford 
pointed out that competition between 
sales people offering various programs 
of insurance has spurred tremendous 
growth in number of people covered and 
continual refinement and liberalization of 
policies. Without the sales force of many 
tens of thousands of men selling cover- 
age competitively, the health insurance 
industry would not have grown to its 
Present size. 

“It has been often demonstrated that 
One of the principal centers of influence 
in any community by virtue of acquaint- 
ances and contacts, is the insurance 
agent. He is dedicated to the highest 
Principles of democracy and free enter- 
Prise. He will,” Mr. Gifford asserted, 
“resist, and encourage his policyholders 
to resist, any measures that lead to 
needless tax increase, socialization, mort- 
Saging of future generations, or reward- 
ing of the improvident who haven’t seen 
fit to provide themselves with the in- 
surance that has been available all along.” 
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the world. 


A growing company in a growing field. That’s Combined, 
second largest exclusive accident and health company in 


Behind this amazing growth record are countless success 
stories .. . stories about people who believed in the future 
of Combined . . . people who profited from that belief. 


These same opportunities and more like them are open to 
you right now ... offering agents two ways to move into 
the high earnings in the accident and health field; through 
full-time selling of one of Combined’s Specialized Package 
Plans, or, selling Combined’s remarkable Wholesale Group 
Plan in your between-appointment hours. 


Check which method interests you, on the coupon below, 
and let us tell you about the numerous advantages you can 


enjoy—working with a growing company. 


Name 


Combined Insurance Co. of America, Dept. 86 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: Please send me details about: 
( Combined’s Specialized Package Plans 
(0 Combined’s Wholesale Group Plan. 





Address. 





State 





City. 
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Davina On Working To Perfect Sales” 
Presentation At LPRT Meet Talk 


The Leading Producers Round Table 


breakfast meeting held during the 
ITAAHU annual convention in Los An- 
geles last month heard a talk by Al 
Davina, A. & H. supervisor of the How- 
ard E. Nevonen Agency, Los Angeles. 
Mr. Davina discussed sales presenta- 
tion because, as he said, although his 


audience was made up of the top A. & H. 
salesmen in the country even the best 
producers constantly strive to improve 
their presentation ideas. 

He gave three reasons for a good or- 
ganized presentation: 

1. It will keep the salesman on the sales 
track. 2. It presents sound ideas in a 
well organized manner and with the 
most powerful words available. 3. It 
helps the salesman give his best per- 
formance every time. 

Mr. Davina defined a good sales talk 
as “the shorest distance between the 
approach and the commission!” Con- 
tinuing, he declared: “The top producers 
are not geniuses at work. They are just 
a little bit better than the average. You 
will always find that the top successful 
producer is never too busy to do the 
little things that the average or medi- 
ocre salesman never seems to have time 
to do.” 

He discussed baseball’s great Ty Cobb 
who had a lifetime batting average of 
450. The difference between Cobb and 
the average major-leaguer who hit .300 
was only one hit in 20 at bat, but Cobb 
made the point of getting that extra 
one in 20 consistently. Another sports 
figure he pointed to is Ben Hogan, the 
golfer. Mr. Hogan, the speaker ex- 
plained, is outstanding, “not because he 
possesses natural ability for golfing but 
because he had a tremendous desire to 
be the number one golfer and he was 
willing to pay the price involved. He 
became a great golfer because of prac- 


tice, practice, practice. He would prac- 
tice every day of the year, hour after 
hour, after hour, to develop his tech- 


nique.” 
Basic Factors of Sales Presentation 


Mr. Davina declared four basic factors 
that make up a good sales presentation. 


They are: Right ideas; in the right se- 
quence; in the right words; ending with 
verbal and physical skill. To achieve 


such a presentation requires great prac- 
tice. 

The right ideas are those that appeal 
to the listener. “To give a good presen- 
tation” the speaker pointed out, “the 
salesman must deliver his presentation 
with tact and diplomacy. Spare the pros- 
pect’s feelings or objections fully. Do 
not interrupt him even though you may 
know the question that he is going to 
ask. Always spare his feelings and ap- 
preciate his position. Regardless of how 
stupid or out of order a question by the 
prospect may appear it should always 
be handled tactfully.” 

Continuing, Mr. Davina told the LPRT 
members, that the sales talk must be 
adapted to fit the sales market. These 
presentations are available today by the 
hundreds and even though they are usu- 
ally designed for a specific market and 
for the abilities of the man that pre- 
pared the presentation, they can uwusu- 
ally easily be adapted to fit a particular 
market and an individual personality. 

“Obviously,” he told his audience, “the 
sales presentation is going to have to 
take into consideration your age and 
your experience. Experience has shown 
that most younger salesmen will have a 
tendency to call on younger prospects. 
“he salesman in his forties will usually 
have a tendency to call on slightly 
older prospects. The salesman who is 
past age 50 will obviously call on many 
prospects that are considerably past 50 
and also the younger prospects.” 

He suggested the salesman use only a 
few reasons why a prospect should buy 


—too many appeals only tend to confuse 
him. Mr. Davina outlined the following 
approach for a lawyer: 

1. He has high fixed monthly over- 
head business expenses that go on even 
when he has an illness or accident. 2, He 
has high overhead expenses as far as his 
home is concerned for food, shelter, 
clothing, etc. 3. In view of the fact that 
he is self employed he does not have the 
advantages that employes usually have in 
large company or corporation such as 
workman’s compensation benefits, un- 
employed disability compensation bene- 
fits, Group insurance benefits, sick leave 
benefits, and so on. 


Accentuate the Positive 

Having developed the right sequence 
in the presentation, the speaker discussed 
various techniques: “Don’t say, ‘if you 
buy this policy here is what it will do 
for you.’ Say, ‘This is what the plan will 
do for you, etc.’ It is suggested that 
you do not use negative thoughts during 
an interview. All statements should be 
made as positive as possible and nega- 
tivism should not be used. 

“We must develop skill with words. 
We must develop the technique of using 
the right words in the right place. This 
takes skill but fortunately it can be 
developed by practice. We should de- 
velop the skill of avoiding to use tech- 
nical words. In the field of disability and 
hospital insurance we all have the oppor- 
tunity of becoming well acquainted with 


many medical terms that the average 
layman does not fully know or appre- 
ciate.” 

Other recommendations were: Don’t 


use the word premiums, say “deposit.” 
Don’t say “How much insurance do you 
carry,” this implies a carrying burden, 
use the word “own” instead of “carry,” 
suggesting a feeling of pride of owner- 
ship or possession. Other words not 
used by Mr. Davina, are “irrevocable 
beneficiary” or “contingent beneficiary.” 
Instead he simply says, “your wife, your 
children, your family,” etc. 

He mentioned the importance of en- 

(Continued on Page 37) 


200 Attend Combined’s 
Sales Convention 


3-DAY MEETING IN CHICAGO 


“Wheel of Fortune” Method of Picking 
Subjects for Impromptu Talks 
on Selling 


The “Wheel of Fortune” was spun 
in an unusual manner June 28 for 200 
sales managers, manager trainees and 
salesmen of the Combined of America 
at the concluding session of a three-day 
conference at the Sovereign Hotel in 
Chicago. But this particular “Wheel of 
Fortune” apparently offered no imme- 
diate prize, but instead served an 


educational guide to help the company’s 
sales force achieve greater personal re- 
turns in the next six months for the 
company and themselves in the form 
of more new business. 

Upon the “Wheel of Fortune” were 14 
points—all representing major principles 
in the art of selling. Before the spinning 
started several of the salesmen volun- 
teered to come forward and take their 
turns..As each stopping of the wheel 
pointed to different subjects, the volun- 
teers were automatically assigned sub- 
jects on which to deliver impromptu 
talks. 

It was a test of memory on their part 
—a determination of how well they could 
quickly bring to mind the basic principles 
of selling. Among those in attendance 
were representatives from Illinois, Indi- 
ana, lowa, Michigan, Ohio, Missouri, 
New Mexico, and Montana. Also present 
were manager trainees from the First 
National Casualty Company, Fond du 
Lac, Wis., one of the four companies in 
the Combined Group. 

Trainee Sales Manager Program 

The first day of the conference was 
devoted to a trainee sales manager edu- 
cational program. The second day was 
given over to a discussion of the com- 
pany’s objectives and to an exchange of 
ideas. The last day was a general session 
highlighted by the “Wheel of Fortune” 
educational technique. 

Meanwhile, 50 wives of sales managers 
and salesmen who also came to Chicago 
held their own conferences en mutual 
problems, one being how to occupy their 

(Continued on Page 38) 
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ANY BUSINESS WITH 5 OR MORE KEY EMPLOYEES 
OR EXECUTIVES IS A GOOD PROSPECT FOR .. . 





Premium reduction. 
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|---} LIFE ACCIDENT 





tad yt 
AN OF INCOME REPLACEM® 
YOU CAN OFFER THESE ADVANTAGES: 


Non-Cancellable Accident and Sickness policies. 
Long Term or Short Term. 
Up to $500 monthly indemnity. 


No “house confinement” restriction. 


Optional employer participation. 


These and other features have given the exclusive 10-12 plan 
a high ratio of sales to interviews. The market is large and the 
income possibilities are excellent. 


Brokerage Business Solicited 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


SICKNESS 





Write for full details. 









HOSPITAL SURCICAL MEDICAL 


L. C. MORRELL ON RECESSION 


Cont’l Casualty V.P. Says That Instead 
of Fearing It, A.& H. Agents Should 
View It as a Stimulant 
Louis C. Morrell, vice president of 


Continental Casualty in charge of its 
A. & H. department, maintains that there 
is no reason for any indecision or fear 
of recession in the accident and health 








LOUIS C. MORRELL 
business. The theme of his latest “Mor- 
rel! Letter” to producers of A. & H. 1 


the Continental organization is that in- f 


stead of taking a fearful attitude, “let 
us accept the recession as a stimulant.” 
In this timely message, currently in 
“Continental News,” Mr. Morrell: says: 

“None of us has escaped hearing the 
wave of recessionary rumblings about to- 
day’s economy. They have caused a cer- 
tain amount of indecision, perhaps even 
fear as to how a recession will affect 
us, our family, our business. Perhaps 
this does more to create an unfavorable 
situation than any actual economic 
downtrend. 

“There is no reason for any indecision 
or fear of recession in the accident and 
health business. In 1957 Continental's 
A. & H. department made a very credit- 
able showing. So far in 1958 the depart- 
ment has succeeded in maintaining a 
flow of business which has_ produced 
substantial increases each month. The 
continued growth of our business, the de- 
velopment of several innovations in cov- 
erage and the continued use of youthful 
and highly trained personnel, serve as a 
guarantee for continuing profitable op- 
eration in the future. 

“Instead of fearing, let us accept this 
so-called recession as a stimulant. Our 
citizens still need accident and_ health 
and hospitalization protection. They may 
be more cautious in their spending, but 
they are willing to buy quality. The 
era of the ‘order taker’ is over. This is 
the era of the salesman. You will want 
to look to all lines of A. & H. coverage 
in your selling so as not to miss a single 
sales opportunity. Remember, the busi- 
ness is there, but we must Zo after it. 





GHI Annual Report 


The annual report of Group Health 
Insurance Inc. (G.H.1.) showed $8,959,- 
140 premiums in force at the end of 
1957. Over $5,900,000 was paid for claims. 
Enrollments topped 420,000, with 11,50 
physicians participating in the plan 
which is considered one of the oldest 
“non-profit plans” in the East. This 1s 
its 20th year of operation. 





MICHIGAN COMP. AUTO STUDY 
The Michigan Legislature voted to 
continue the life of its special committee 
studying compulsory automobile liability 
insurance. House resolution declared 
that “substantial progress has been made, 
and it is in the public interest to com- 
plete report on all janet of the study.” 
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Davina’s Sales Talk 


(Continued from Page 36) 


thusiasm. Also, the salesman should not 
try to impress the prospect with use 
of big words which, he feels, tend to 
distract from the idea being presented. 

To achieve excellence in sales presen- 
tation, Mr. Davina indicated, like Ho- 
gan’s success, requires practice. The 
agent’s wife can be his best critic in 
judging the merit of the presentation. 
She has the best interest in his progress 
and she can make suggestions in many 
instances that no one else would dare to 
make. Use of a wire recorder, he said, 
will help detect things that might 
be done to help future presentations. 

Other suggestions to the LPRT audi- 
ence by Mr. Davina: 

“1. We shou'd become active in our 
church, lodge, service clubs, A. & H. As- 
sociation, Life Underwriters Association, 
and so forth. We should seize every op- 
portunity to speak before organizations 
of this type as it will assist us in de- 
veloping confidence in our ability to deal 
with the public. 
improves his public speaking automati- 


Usually the salesman 


cally and therefore improves his sales 
ability before a prospect. 

“2. There are today available many 
wonderful sales courses that will assist 
us in developing our sales presentations 
and our techniques. Some of these 
courses are our Disability Insurance 


fF Training Course, our LUTC courses, our 


CLU courses, Dale Carnegie courses, 


"f Jack Lacy courses, and the many others 
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that are sponsored by our various com- 
panies.” 

Mr. Davina also stressed the impor- 
tance of physical skills. He said: “A 
visual aid should be neat and in good 
order. If we are going to use a visual 


p aid we should be very careful that we 


are seated in the right place in order 
that we may display the visual aid prop- 
erly and to the best possible advantage. 
“In using visual material it is impor- 
tant that the prospect see only the part 
of the visual that the salesman wants 
him to see, in order that he may be 
assured that the prospect is not getting 
ahead of him in the presentation. 

“It is suggested that you always carry 
with you a pad of blank paper.” He 
pointed out that “experience has proven 
that whenever we can get the prospect 
to assist us in making rate calculations 
and SO forth, that our job seems to be 
easier. 


BMA NAMED WILLIAM E. HORN 





As Oakland Branch Manager to Suc- 
ceed Berl L. Hewitt Who Relin- 
quishes Post Following Illness 
William E. Horn of Santa Rosa, Calif., 
has been appointed by the Business 
Men’s Assurance Co. to serve as branch 


p manager of the Oakland branch office, 


according to an announcement by J. W. 
Sayler, vice president in charge of sales. 
Mr. Horn, who assumed his new duties 
July 1, has been an outstanding per- 
sonal producer since he began his BMA 
career in Portland, Ore., in 1947. He is 
4 lifetime member of the Million Dollar 
Round Table. In 1954, Mr. Horn moved 
to Santa Rosa, and has been associated 
with the San Francisco and Oakland 
offices since that time. 
5 The BMA Oakland office was organ- 
ed in 1956, and is one of more than 
1) BMA branch and district offices 
throughout the country. 

Former Manager Berl L. Hewitt has 
asked to be released from managerial 
responsibilities on the advice of his phy- 
Sitlan following a recent illness. He 
will resume personal production, at 


Which he was an outstanding success 
Prior to becoming Oakland manager. Mr. 
€witt also has qualified as a member 


of the MDRT. 


Mr. Davina continued: “Another sug- 
gestion is that we must learn the tech- 
nique of taking advantage of silence. If 
we ask the prospect the question, we 
should give him ample time to answer. 
When we make statements that are 
really designed to jolt the prospects, give 
them time to think. If the prospect is 
going to spend $500 or $1,000 dollars for 
an insurance contract, he should be given 
ample time to think it over, meaning 
30 seconds or so. 

“A good salesman today plans _ his 
pauses and he plans his silence periods. 


The silence periods and pauses if prop- 
erly used are just as important as em- 
phasizing an important point. It is im- 
portant the prospect be given the oppor- 
tunity to think. 

"Is the prospect with you? It is sug- 
gested that you ask questions periodi- 


cally. Underline the important points. 
This check up technique makes him 
more alert—it will help you hold his 


attention and it builds prestige for you. 

“Never argue with a prospect as it will 
show only your own weakness. Always 
appreciate the prospect’s position. Al- 


ways spare his feelings, by making such 
statements as, “Thank you, that is a 
good question.’ 

“The best way to build prestige with 
a prospect is to honestly and sincerely 
try every skill at your command to make 
him buy something that he knows he 
should have bought a long time ago.” 

In closing the speaker said, “it is up 
to each salesman to develop his own 
presentation. We are in business for 
ourselves, and we will make the amount 
of money we really want to make if we 
are willing to pay the price.” 








WANTED 


We’re looking for an Un-average man 


The fellow who doesn’t want an average job. 
The man who thinks chicken feed is for the birds. 


The man who has the know-what-I-want-out-of-life 


initiative to get there, too, if given the opportunity. 


If you have: A Successful sales record of five years or longer. Can fur- 


nish proof of sales management of at least 5 men for two years or more... 


we want to hear from you. 1f you are this un-average man 


we will outline for you specific steps that will lead you straight to the top. You 


can look forward to a business of your own... A Mutual of Omaha contract that 


can net you as much as seven cents per person in your assigned territory. Terri- 


tories vary in size from 250,000 to 1,000,000 people. 


write today to: Howarp pewev 


MUTUAL OF OMAHA HAS PAID MORE THAN 900 MILLION DOLLARS 


MUTUAL OF OMAHA 
OMAHA, NEBRASKA 


He'll tell you why young men who are going 
places, GO WITH MUTUAL OF OMAHA. 





IN BENEFITS 


V. J. SKUTT, President 


Largest Company in the World Specializing in Health & Accident Insurance Protection 
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Combined’s Convention 


(Continued from. Page 36) 


time and carry th responsibiliis of thtee 
time and carry the responsibilities of 
the family while their husbands are on 
the road selling. ; 

The conference ended Saturday night, 
June 28, with attendance at a tenthouse 
play, “Mr. Pennypacker,” starring Bur- 
gess Meredith, and a party and ball in 
the Edgewater Beach hotel. 





Commercial Credit Group _ 
Cos. New Joint Operations 


American Health Insurance Corp. will 
henceforth operate as a running mate of 
Cavalier Life Insurance Co. Both are 
Baltimore companies and members of 
the Commercial Credit Group. Necessary 
changes of stock ownership have been 


made. Certain departments such as con- 
troller’s, statistical, and purchase and 
supply will be operated jointly. Formerly 


these functions were performed jointly 
for American Health Insurance and the 
American Credit Indemnity Co. of N. Y. 

It is felt that the change will permit 
a more efficient operation, as problems 
of health and life insurers are more 
similar than was the case with health 
insurance and credit insurance. 

American Health will continue to oper- 
ate as an agency company, through 
managing general agents and local serv- 
ice offices, and will maintain separate 
agency, underwriting, claim service and 
operations departments. 





HBL? AOS hier We 
THINGS WORTH KEEPING 


Speech is free for the asking, 
here in America. But it’s not 
free for the keeping! Protect- 
ing our American heritages 
costs money—a great deal of 
money. 


It takes money for strength 
to keep the peace. Money for 
science and education to help 
make peace lasting. And 
money saved by individuals. 


Your Savings Bonds, as a 
direct investment in your 
country, make you a Partner 
in strengthening America’s 
Peace Power—helping us keep 
the things worth keeping. 

Good cash investment, too. 
Put 3 dollars into Series E 
Bonds—take out 4 in just 8 
years, 11 months. 


Safe. Both interest and 
principal guaranteed by the 
U.S. Government. Every 
Bond recorded, so if it’s lost, 
stolen or destroyed it can be 
replaced, free. 


Automatic saving. The Pay- 
roll Savings Plan is the auto- 
matic way to save for the big 
things in life. Look at the 
chart. See how easily you can 
get a nest egg! 





HOW YOU CAN REACH YOUR SAVINGS GOAL 
WITH SERIES E BONDS 


(in just 8 years, 11 months) 








Hf you ut| $2900 | $5,000 | $10,000 
h k, 
each week, | s475 | $950 | $1875 














This shows only a few examples. You 
can save any sum, buying Bonds by 
Payroll Savings or where you bank. 
Start your program now! 

















HELP STRENGTHEN AMERICAS PEACE POWER 


BUY U.S. SAVINGS BONDS 


The U.S. Government does not pay for this advertising. The Treasury Department thanks, 
for their patriotic donation, The Advertising Council and this magazine. 
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W. C. Stone Names Charlotte Jackman 
Asst. Secretary of Hearthstone; 
Joined Co. as Clerk-Typist in 1954 
W. Clement Stone, president of the 
Combined Group, has announced the ap- 
pointment of Charlotte Jackman to as- 
sistant secretary of the Hearthstone of 
Massachusetts, Mrs. Jackman, 
who joined the Hearthstone as a clerk- 
typist in December, 1954, will be one 
of the youngest women in insurance to 


3oston. 


become a company officer. 

She is a native of Chattanooga, Tenn. 
Subsequent to joining the Hearthstone 
she bec: ne private secretary to Mrs, 
Vivian Beldger, a vice president of the 
company. 

Mrs. Jackman is the former Charlotte 
Seals. She attended the University of 
Chattanooga, where she was a member 
of the Phi Mu sorority. She was mar- 
ried in 1945 to William L. Jackman, and 
for some years they made their home 
in Hawaii and the Philippines, and trav- 
eled extensively in the Far East. 


Foley Heads Hartford A. & I. 
H. O. Surety Department 


The promotion of Edward J. Foley 
to superintendent of the Hartford Acci- 
dent & Indemnity’s home office surety 
department was announced recently by 
Vice President William H. Wallace. 


Mr. Foley has been with Hartford 
Accident over 31 years. He has served E 
as an underwriter, and since 1948 has § 


been assistant 
surety department. 

A native of Hartford, Mr. Foley was 
graduated from the University of Penn- 
sylvania with a B.S. degree in Economics 
He is a member of the Surety Associa- 
tion of Hartford, the University of Penn- 
sylvania Alumni Club of Hartford, and 
a past assistant treasurer of the Hart- 
ford Fire Insurance Co. Men’s Club. 


Allstate Publication 
Earns Second ’58 Award 


“Home and Highway Magazine,” Al'- 
state’s policyholder publication, has re- 
ceived a certificate of merit from the 
International Council of Industrial Edit- 
ors “in recognition of exceptional ac- 
complishment in achievement of purpose, 
excellence of editorial content and effec- 
tiveness of design.” 

The publication earlier this year was 
awarded a certificate of outstanding 
merit by the Industrial Editors Associa- 
tion of Chicago. During 1957, it received 
six major awards. 

The magazine has a readership of over 
four million. It is published by Allstate's 
public and industry relations department! 
and edited by David L. Watt and James 
Drought. 





Florida Picture Postcard 


The story is told in the “Marylander’ 
of how one agent capitalized on winter 
trips to Florida taken by some of his 
clients. He sent these customers tout 
color picture postcards of Florida before 
they left, penning a short message 0M 
the back of the card. It was a reminder 
that before they went vacationing t0 
make sure they had travel insurance. 


67,135,546 MOTOR VEHICLES 
Federal Highway Administrator Ber 
tram D. Tallamy announced recently 
that during 1957 a total of 67,135,546 m0- 
tor vehicles were registered in_ the 
United States. This number was a 3% 
increase over 1956 registrations. Included 
in the 1957 total were 55,906,195 passet 
ger cars, 208,537 buses and 10,960,814 
trucks. California topped the list with 
six million vehicles registered. Registra 
tion in Washington, D. C., dropped 2.1% 
and in Florida the number of vehicles 
increased 10.7% over the previous yeal 





superintendent of  thef 
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